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ailf ads step ahead, creating new_service demands. Are you 


2epig up with their needs? read “RAILROADS BUY THE BOOK”— PAGE 16 


























The BEAVER MODEL-A 1 8 to 2” Pipe & Bolt Machine has forged ahead to leader- 


ship in the field of small portable pipe machines . 


. . because of outstanding merit. 


Instead of offering “reduced prices”, the BEAVER MODEL-A has given the user 
greater utility, dependable performance and trouble-free service. 


Leading firms such as those listed below have purchased the BEAVER MODEL-A be- 
cause of its superior features—most of the firms mentioned have placed repeat 
to 25 BEAVER machines. 


orders 


Albemarle Chesapeake Co., Ine. 
American Medicinal Spirits Co. 
American Kolling Mill Co. 
American Snuff Co. 

American Steel Foundries 
American Sheet & Tin Plate Co. 
Automatic Sprinkler Co. of America 
The \. T. & S. BF. Railway Co, 
Bethlehem Steel Co 
Biglow-Sanford Carpet Co 

Bird & Son 

Borden Farm Products Co, 
Boston & Maine Kallway 
Brunswick Pulp & Paper Mills 
Bullard Machine Tool Co. 

¢. Mo st. BP. & Pacitie Kailway 
urnegie Steel Co 

elanese Corp. of America 
hampion Spark Plug Co. 
hristian Science Publishing Co. 
limax Molybdenum ¢ 
olumbia Construction Co 
onsolidated Gas Co 
ontinental OL Co. 

orn Products Ketining Co. 
rossett Lumber Co. 
rouse-Hinds Co. 

John Deere Tractor Co 

De Laval Steam Turbine Co 
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BEAVER PIPE 


1138 MILLS AVE, 


for from 2 


Drackett Co 

DuPont De Nemours Co. 
DuPont Film Co. 

DuPont Viscoloid Co. 
Fairbanks Morse Co. 

Finch Co. (Joseph) 

Fisher Body Co. 

Fitchburg Paper Co. 

Fluor Corp. 

Foster Wheeler Corp. 

Fulton Bag & Cotton Co. 
Gates Rubber Co. 

General Electric Company 
General Fire Extinguisher Co. 
General Motors Corp. 
Goolyear Yellow Pine Co. 
Gorham Mfg. Company 

Great Northern Kailway Co. 
Harbison-Walker Co. 

Illinois Central Railway 
Inland Steel Company 
Interlaken Mills 

Jones & Laughlin Steel Co. 
Kroger Grocery & Baking Co. 
Lawrence Leather Co. 

Lehigh Portland Cement Co. 
Merritt, Chapman & Scott Corp 
Micro Corp. 

Missouri-Pacific Kailway 


Morrell Packing Co. 

Mountain City Copper Co. 
National Distillers Products Co. 
National Sugar Kefining Co. 
Ohio Leather Co. 

Old Quaker Co. 

Owens-Illinois Glass Co. 





Person Construction Co. 
Pittsburgh Coal Co. 
Pittsburgh Crucible Steel Co. 
Phoenix Sprinkler Co. 
Ponds Extract Co. 

Potter Automatic Sprinkler Co. 
Premier-Pabst Corp. 

Pure Oil Company 

Pusey & Jones Corp. 
Pyrene Manufacturing Co. 
Kepublic Steel Corp. 
Kiggs-Distler Co. 

Kiver Kaisin Paper Co. 
Sanderson & Porter Co. 
Seugram Distillers Corp. 
Simmons Bed Co. 
Simonds Saw & Steel Co. 
Sinclair Oil Corp. 

Six Companies, Ine. 
Socony-Vacuum Co. 
Southern Pacific Railway 





38 Years of Quality 


Southwestern Light & Power Co 
Standard Oil Co. 

Stone & Webster Corp. 

St. Louis, San Franciseo Ky. Co 
Sun Shipbuilding Co. 
Sutherland Paper Co. 
Taylor-Wintield Co. 

Texas & New Orleans Railway 
Torrington Co. 

Union Bag & Paper Corp. 

(tah KRetining Co. 

.S. Arsenals 

S. Coust Guard 

Engineer Corps 

Lighthouse Bureau 

Navy Yards 

Penitentiaries 
Quartermaster Depot 
Veterans Hospital 

. War Department 

Wabash Kailway 

Walter Baker Chocolate Co. 
Ward Baking Co. 

Warren's Cumberland Paper Co 
W. Va. Pulp & Paper Co. 
Wheeling Steel Corp. 

Whitlock Cordage Co. 

Weirton Steel Co. 

Rudolph Wurlitzer Co. 
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—your customer looks for four things—speed, 
ease of operation, production and durability. 


A “TOLEDO” 2” High Speed fulfills these re- 
quirements surprisingly easy. 
SPEED— 


¥2” pipe is cut off in 3 seconds. 

1” pipe is cut off in 4 seconds. 

2” pipe is cut off in 6 seconds. 

¥2” pipe is threaded in 6 seconds. 

1” pipe is threaded in 10 seconds. 

2” pipe is threaded in 15 seconds. 

2” pipe is cut off, threaded and reamed in less 
than 30 seconds. 

Instant die change. 


EASE OF OPERATION— 


All controls in easy reach of right hand. Six 
spindle speeds—forward and reverse—operated 
by one clutch and gear shift lever. 


Ye TO 2 INCH PIPE. 





“TOLEDO” 2” HIGH SPEED POWER PIPE MACHINE 
¥%. TO 1¥%2 INCH BOLTS OR ROD. 


THIS 2” HS MACHINE WITH COLLET LEVER ACTU- 
ATED CHUCK AND SPECIAL MEASURING DEVICE, 


IS EASILY THE MOST PRODUCTIVE 2” POWER 
PIPE MACHINE TODAY. 


IN EXAMINING THE FIELD OF 
PIPE THREADING MACHINES— 


PRODUCTION— 


2” High Speed with 3-jaw universal chucks 
gives maximum speed for changing of sizes. 2” 
High Speed equipped with collet lever actuated 
chuck and special measuring device gives maxi- 
mum speed on production of duplicate lengths. 


DURABILITY— 


All steel construction. Wide oil grooved bear- 
ings. Automatic lubrication. Round renewable 
ways. Multiple disc clutch. 


The many desirable features that save time, 
material and effort found on a “TOLEDO” 2” 
High Speed make it exceedingly desirable for 
industrial use. 


Don’t hesitate to recommend it to your trade. 


Complete details will be sent promptly on re- 
quest. 


THE TOLEDO PIPE THREADING MACHINE CoO. 


TOLEDO, OHIO 


NEW YORK OFFICE, 72 LAFAYETTE STREET 


"TOLEDS 
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Speed is suggested here and sales 
that are fast-moving count on the 
profit end of business. Mill Supply 
Distributors find that with Link-Belt 
, eon Transmission Equipment they 
hate the ideal line for putting more 
one wes on their books. 


This qu@ijty line will work to your 
advantage. x! is complete, including 
anti-friction® and babbitted bearing 
pillow blocks® take-ups, clutches, 
couplings, collat, pulleys, gears, 
hangers, etc., as we \* a full line of 
positive drives—sif®nt and roller 
chain drives, speed redufters, and vari- 
able speed transmissions. \ 


LINK-BELT COMPA 


Chicago Indianapolis Philadelphia 
Atlanta San Francisco Tord&to 
\ Offices in Principal Cities & 


\ ‘\ 
\ 


LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 
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Speaking about 

A Positive and Reliable 
Single Line System for 
Centralized Lubrication 


*¢ LINCOLN Equipment 


is the answer 


Semi-Automatic 
System Applied 
to a Large Press 


Model 1846 Flex-O-Matic Lubrigun 


LINCOLN ENGINEERING COMPANY 


ee ee ee ee ee ee a ee 
GENERAL OFFICES, ST. LOUIS, MO. FACTORIES: ST. LOUIS, MO., DETROIT, MICH. | 
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Oun heartfelt thanks to you 
who rll Sndustrial Supplies, for 
fawing made this teautiful new 
plat possible ty your Loyalty to 
Shilsawr Tous ! 







SKILSAW, INC, 
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SKILSAW 
NEW MANUFACTURING PLANT 


On November Ist our organization moved into a new home—three times 
larger than our former quarters and much better suited to meet the increasing 
demands of a constantly growing business. 


We are deeply conscious of the part that SKILSAW Distributors and their 
Salesmen have played in our success ... and of the business policies that have 
won and retained for us your valuable friendship. In bringing you the news 
of this great step in the history of our company, we pledge ourselves to 
continue these same policies of sound distribution, aggressive advertising 
and progressive product development — so that we may both keep on grow- 
ing ... side by side . . . in a friendly, mutually profitable relationship that 
will continue for many years to come. 


SKILSAW, INC. 


5033-43 ELSTON AVE., CHICAGO 


214 E. 40th St.. New York @ 52 Brookline Ave., Boston @ 1429 Spring Garden, 
Philadelphia @ 1253 S. Flower St., Los Angeles @ 2065 Webster St., Oakland 





SKILSAW TOOLS ARE SOLD 
ONLY THROUGH RECOGNIZED 


DISTRIBUTORS 
SAWS ¢ DRILLS © BELT SANDER © DISC SANDERS © GRINDERS © BLOWERS 
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SHOP SUPERINTENDENT likes 
AP Technical Help ... sound 
experience of our engineers 
available to give the right an- 
swer on any abrasive problem. 


PURCHASING DEPARTMENT 
likes AP Packaging—‘“Master- 
pak” protects against damage 
from handling or the elements 

delivers all the order 
“factory-new”. ... every time! 


PRODUCTION MEN like AP 


Service . . . 24-hour action on 
regular orders, 48-hour action 
on specials prevent breaks in 


the production schedule. 


The days of “order-taking” on sandpaper are 
over ... the profitable AP franchise gives you 
something to sell to every important factor in 
your customers’ plants. And AP backs you up 


with dominant national advertising in the maga- 


zines your customers read .. . and with support 


that assures you your fair margin on every sale. 
Make coated abrasives a profit item—write or 
wire today for details on the AP Franchise. 


Abrasive Products, Inc., South Braintree, Mass. 


ABRASIVE =e PRODUCTS 


JEWELOX @ JEWEL EMERY © JEWEL GARNET ONTREL, JEWELITE @© JEWEL FLINT @© NEW PROCESS 
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Variable Transmission Market Split Wide Open by Sensational 
New Allis-Chalmers Vari-Pitch Speed Changer! Prestige of other 
Allis-Chalmers Texrope Products Makes it Even Easier to Sell! 
Don’t Miss the Boat! Find Out What a REAL MONEY MAKER 
the Vari-Pitch Speed Changer Can Be For YOU! 





Jhink of Dodge ... when planning a new plant... when adding a new 


department . . . when installing new machinery . . . whe 


modernizing old equipment ...when designing new produc: 


. 


yA btn, . C= 


@ EXECUTIVES “pointing for profit” should include, during the early 
stages of planning, careful consideration of the equipment which 
controls the movement of power from source to point of utilizotion 
.. At these times .. think of Dodge Drives . . specify them in your 
original plans for it is a proved fact that production profits are 
in the making between power generation and its travel to produc- 


tion machines Dodge makes a complete line .. drives of proven 


performance and economy, but even more, Dodge represents a vast 
fund of practical experience gained over o period of nearly sixty 
yeors of service to industry which is reflected in its recommenda- 
tions. There is o right drive for every job and the Dodge organization 
is ever ready to work with you to thot end 


DODGE MANUFACTURING CORPORATION 


Think of Dodys 
When plenning « new plant — call on 06 
for unprejudiced power trans 
recommendations backed by neorly 
yeors experience. 


Dodge to recommend “the Righ 


MISHAWAKA, INDIANA, U.S.A GES F Wedge erives. 4 ; for Every Job.” 
a , 
Bove THE When buying new equipment — specify D 
= power drive and bearing units 


There ts Added Valve | Ri ht é ey ann instal 





er drive and 


in the Name Dodge! FOR units to save time, money and 
,* EVERY JOB 4 ; 


i to cut costs and improve p 





WHY DO AMERICAN PLUS screws cost LESS ryan 


SLOTTED SCREWS ? 


s, like the one below, running this 
leading industrial magazines .. , designed to help you 
make the most of the Profit opportunities for you in American PLUS Screws. 
An ordinary driver can be used—but better results come with Phillips Drivers 


(available from American Screw Company and leading tool manufacturers). 


DOES WHAT YOU PAY FOR SCREWS 


Buy Assembly Troubles or Fastening Economies? 


What you pay for conventional 
slotted head screws 


What you pay: for American 
PLUS Screws with the patented 
Phillips Recessed Head 





Screws dropped, spoiled — more 
needed 








Slow, cautious driving keeps pro- 
duction rate low 





Hard work wears out operators, 
cuts production and quality 





OO 19) Extra operations take time, add 
€-) €) €) ‘a to cost 


“OO. 


Tighter assembly — fewer screws 
needed ag 
ete, is 


Power diving sale — diver can't 
lip oom soled con tek saved. 


4 


pe 
QO = se cam, ce rd 





PUG ae nC. Scarred work, crooked screws, 
PAG) Puc) loose assembly 
, 


EP VS i. accident, no crooked revs 


Sigs ~s<« 





THE REAL COST OF SLOTTED SCREWS 
1S THE SUM OF PRICE, QUANTITY, HOURS, 


THE REAL COST OF AMERICAN PLUS 
SCREWS IS INITIAL COST MINUS HUGE 


ITY 
LABOR, WASTE, SPOILAGE | SAVINGS IN PRODUCTION AND QUAL 


GENUINE PHILLIPS RECESSED HEAD 
The angles of the tapered recess were carefully 
worked out by American Screw Company engineers 
to utilize the driver's maximum turning power. 
American PLUS Screws are cold forged to meget: 


USERS SAY — 

{ saves more money than 
any badk, and is th L 
with a head that thiok ae 


troublesome job. 
o more slotted head 
Screws for our plant.” 
‘Our cnet donscimane 























Main Office 

PROVIDENCE 

Branch Offices 
CHICAGO—DETROIT 

Pacific Coast 

OSGOOD & HOWELL 
READING SCREW co... 
Morristown, Pa. 

(Division American Screw Co.) 


Y recessed head 


Other Domestic and Foreign Patents Allowed 
and Pending 


U. S. Patents on Products and Methods Nos, 
2,046, 343; 2,046,837; 2,046,839: 2,066,840; 
2, 082, 086; 2,084,078; 2,084,079; 2,090,338 


Copyright 1938 by 


AMERICAN SCREW COMPANY 


WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS STOVE BOLTS 


AND A COMPLETE LINE OF ALLIED FASTENING DEVICES 
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Golf will be played on one of the best courses in the world —the Mid Ocean Club. 


Nearly 4oo reseruations for Mill Supply 
Conuention Cruise to dale 





Low cost business-pleasure sca voyage and Bermuda visit drawing supply men 


from coast to coast. 


THE super liner BREMEN undoubtedly will be i 


loaded to the gunwales on the night of May 17 
when supply men from coast to coast® start on 
their 1939 convention cruise to Bermuda, judg- 
ing from reservations now booked five months 
in advance. Accommodations for nearly 400 
have been sold to date. They have come from 
the deep south and the far west as well as from 
the middlewest and east. 

The five full days at sea and in Bermuda on one of the 
most luxurious liners afloat at the special low rates secured 
by the mill supply associations have made a great hit. With 
the majority of accommodations available in the $65 to $80 
range it means that a supply man can make the trip, taking 
in everything for as little as $90 including tips, golf, deep 
sea fishing, shipboard amusement, etc. 

All entertainment—dancing, night club features, swim- 
ming, motion pictures, etc. are included without extra 
charge. The famous BREMEN cuisine will be at its best. 








The official banquet will take place on board 
ship without additional expense. 

The business sessions of the convention will 
be held in the magnificent main ballroom of 
the BREMEN, one of the largest and most beau- 
tiful apartments on the high seas. Undoubtedly 
these meetings will be better attended than 
has been the case of the average convention, 
because the entire group is held together more 
closely on board ship. 

Members of the supply industry are urged to make reser- 
vations at once. Bring your wife as are most men. Economize 
by taking advantage of the low rate accommodations. Re 
member, you will spend very little time in your rooms, and 
every bed on the BREMEN is the last word in comfort. 
Even the smallest rooms provide all the facilities you need. 
Very little entertaining is done in private rooms aboard ship. 
There are too many ship attractions for anyone to stay in 


his room beyond dressing and sleeping time. 





Write at once for complete details if you have not made your reservation. 
One-third of the available accommodations have already been sold. 





Sole Official Transportation Agents 


THOS. COOK & SON—WAGONS-LITS INC. 


587 Fifth Avenue, New York 
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THOR ENGINEERING 


SETS THE PACE FOR AN INDUSTRY! 

















lub. 
; 
ard 
vill 
of 
au- @ More than 3 years ago Thor pioneered the field of ; 
dly ee ; Thor Portable Electric Tools . . . set- 
: lighter weight and smaller size in portable electric tools ; j ; 
dan ting the pace for an industry in de- 
on : with the Thor U14A 4” electric drill. Today, the U14A . f 
, sign and construction .. . can set the 
— is the unrivalled pacemaker in its field . . . outselling all : i 
pace for you in sales and profits. 
~_ others by far. This leadership is typical of the un- Witte fer ifermetion oa the wofes 
“4 equalled sales possibilities of the complete Thor line. possibilities in your territory. 
? For, like the U14A, each Thor tool has proved its defi- 
in« 
ae nite superiority in construction, design and perform- To Si ell More — 
ed ance. 
up. 
: INDEPENDENT PNEUMATIC TOOL CO. Sell Thor 
600 WEST JACKSON BOULEVARD e CHICAGO, ILLINOIS 





PORTABLE ELECTRIC TOOLS 
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IT WILL PAY FOR 
ITSELF IN A 
YEAR OR LESS 





© g YES...DOZENS OF PLANTS 
CAN PROFITABLY REPLACE 
PRESENT EQUIPMENT WITH 
YOUR CLIPPER SPEED LACER 


‘ 


<4 


| 
SV 


rt | 


a ARE YOURS FOR THE ASKING 


WHEN you've got something your customers can buy and save money contin- 
uously, then you've got something you can push profitably! 

And that’s the story about Clipper Speed Lacers. 

These great lacers effect real economies for plants using a number of 
belts. Economies in fewer lost machine minutes, in longer belt joint life, in 
smoother power flow. The — Speed Lacer, with a single three-quarter 
turn of the double end crank, sinks and clinches hooks so securely that they'll 


never work up to become fatigued by pounding on the pulleys. Belts laced 
with Clipper are almost always laced for the life of the belt! 


Follow this procedure with your customers: 
First, check on the type of belt lacer now being used. 


Second, recommend Clipper Speed Lacers in every plant which uses any 
appreciable number of belts, regardless of width. 





Finally, urge your customers to make an actual test, in their plants, of the 
Clipper Speed Lacer. Offer to deliver a demonstration unit. 


Push the Clipper Speed Lacer in every possible call. Keep a unit perma- 
nently on display on your floor. You'll find profits coming your way! 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S. A. 


I 


ersitaretTe ced EQUIPMENT 





12 MILL SUPPLIES © NOVEMBER 1938 


















4 
s 





E. J. McOSKER and JOHN J. WELCH, Editors M | [ [ G lJ ! J [ i t 4 
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LESS AND LESS as the years go by do we hear the 
remark that the distributor’s salesman is merely an 
“order taker”. 


Those who have been intimately connected with 
the field of industrial distribution know that the 
trend today—and for a number of years past—is 
very definitely away from order taking and toward 
planned selling. Salesmen for progressive houses 
are selling specifie products to a specific market— 
eoneentrating their efforts on those lines which have 
the best merehandising possibilities, interesting mar- 
gins of profit, and which are backed by good sales 
policies. They are doing this, of course, without 
neglecting the all-’round service needs of their cus- 
tomers. 

Nevertheless, occasionally you hear a remark from 
a manufacturer that most of his distributors will not 
actually sell his line. They'll carry a stoek—sure. 
They’re willing to pass leads on to his men, even 
make calls with them on prospects. But to really 
go out and do a constructive missionary job and 
fight to land the order? It’s not in the ecards, they 
say. 

When the manufacturer feels he is not getting the 
sales representation he deserves from distributors 
generally, he should first take stock of his own organ- 
ization. He may be mistaking a lack of interest 
in selling his line by distributors’ men for a lack 
of sales ability on their part. Does he make his 
line attractive to distributors by his sales policy and 
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profit margins? Is he giving them all the sales 
cooperation he should? Or are his own representa- 
tives doing a poor job of selling his company, hi: 
line—and themselves—to the distributor organization, 
from top to bottom? 

Human nature being what it is, the average dis 
tributor’s salesman is tempted to coneentrate on those 
lines he likes best to sell. So it is up to the manu- 
facturer and his district representatives to do their 
utmost—through all the means at their command 
to get him on their side of the fence. If he ean be 
made to see the light, chanees are the manufaeturer’s 
bread will be buttered. 

On the other hand, the distributor sales exeeutive 
and the salesman, himself, owe a debt of responsi- 
bility to the manufacturer who plays ball with them. 
The former ean, and should, keep a definite record 
of the efforts being put forth by each salesman on 
every worthwhile line the house handles, and when 
one of the men is neglecting such a line, he should 
be ealled to task. And the salesman himself should 
do a bit of effective personal sales management to 
be sure he isn’t devoting too much attention to his 
favorite lines to the detriment of the others. 

When all three factors do their parts—produets 
being all they should be and markets adequate—there 
will be little talk of “order-taking”. Setter still, 
more goods will be sold and profits for all will be 
better. If sales and manufacturer-distributor under 
standing are not what they should be, it’s time to find 
out why. 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


ww 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return 


*« 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations 


Selling helps of reasonable a- 
mounts so that his sales force may 





* The design of a manufacturer's sales 
policy is as important as the design of his 


products. Where distributors are concem- 


be given the advantage of spe- ed, the policy design is paramount be- 

cialized training and a knowledge 

of the product sold cause quality of product loses its full sales 
a 


power if cooperation between factory and 
outlets is not complete. 

Republic has a completely rounded- 
out policy of cooperation with its distrib- 
utors that offers them the widest scope of 
business opportunities. Republic Distrib- 
utors have themselves been of invaluable 
aid to us in our efforts to perfect this co- 
operation but they will tell you that the 
determination of Republic’s Management 
toward that end furnished an unprece- 


dented foundation for its success. 


* 


REPUBLIC RUBBE 


es s_s OF LEE RUBBER AND 
») Division TIRE CORPORATION 


Manufacturers of HOSE ys 
BELTING e PACKING # YOUNGSTOWN, OHIO 


MOLDED PRODUCTS LEADERSHIP IN POLICY; PRODUCT AND PERFORMANGE 
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TALK °™ TRADE 


RE CATALOGS: Roy Kendall (Medart) reports the recent receipt of 
a ‘*quick reply’? card sent out with a mailing piece by his company 
to stir up interest in a Medart catalog ... The joker is that the 
catalog, mailing piece and eard all date back into history for about 
30 years... Our own annual directory edition gets around, too 

. We have just been thanked for a copy received by the buyer 
for a gold dredging outtit in the jungle near La Paz, Brazil... And 
Eddie Dawson (Holo-Krome’s Ambassador to France) swears there 
is a Parisian distributor who keeps a copy of the MILL SUPPLIES 
Directory always on his desk ... Others in the oflice can look at it, 
but never take it away from its favored spot—-strict orders. 


OMAHA DOINGS: John Day (See. of John Day Rubber & Supply 
(o.) and his missus took a late summer eruise to Bermuda... 
Liked it fine... H. J. Day (Pres. of the same firm, and a brother 
to John) is getting around again after having fraetured an ankle 
while engaging in a pienie sporting event ... D. M. Edgerly (Inter 
state Maehinery & Supply) who celebrated his 35th year with the 
company in August, is taking a leading part in Omaha’s efforts to 
round up some eash for its community chest... @. C. Edgerly (same 
outfit) bustled off to Boston for a vaeation. 


INCIDENTAL INTELLIGENCE: Will Shakespeare, former All- 
American at Netre Dame, who elaims no link to the Bard of Avon, is 
now working in the New York office of Independent Pneumatie Tool 

It’s a boy named Bradley John for the Dwight Myers’ (he’s 
midwest manager for Thermoid) ... Weighed in at eight pounds in 
Evanston Hospital ... Russ Easton (Kh. A. Kinsey Co., Cincinnati) 
is a major in the Engineer Reserve Corps ... Frank Shurts (Ameriean 
Swiss File) earned his first money making window shades in Saginaw, 


Mieh. 


SCOOPED! We pride ourselves on colleeting odd-lot information in 
this space but the latest edition of Rockwood Chatter, issued by 
Roekwood Sprinkler Co., put us in the shade... Among other things, 
it revealed that Ai Hukill, Ben Kramer, Morry Schaffer and Gene 
Stitt (all of Chandler-Boyd, Pittsburgh) comprise one of the toughest 
supply house golfing combinations extant ... All are in the 85-90 
bracket ... And John E. Washburn (Washburn-Gartield, Woreester, 
Mass.) is every inch a horseman... Owns extensive stables, some 
prize mounts, goes in sueeessfully for breeding and takes the high 
jumps like a professional. 


HARDSHIP: Duty ealled C. N. Kirkpatrick (See. & Sales Mer. 
Landis Machine Co.) to visit the company’s representatives in Eng- 
land and on the Continent ... He sailed Oct. 8. 


YOU OUGHT TO KNOW: That Jim Eglinton ((. H. Tiebout & 
Sons, in Brooklyn) recently celebrated his 65th year with the firm 
The full name of ‘‘Sully,’’ that pleasant chap at Hunter & 


Havens, Hartford, is, so help us, E. Cyril Sullivan... And as we 
said before, he used to piteh a Hell of a good baseball .. . Keep this 
under your hat... But Sam Gibb (Yale & Towne) is an ardent Joe 


Paleoka fan. 


J. J. W. 
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Not a bad idea at that! 


Order-getting is like that 
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Bradley John, en route 


All bets considered 


Horsey branch of the supply trade 


1938 15 






















FREIGHT CAR YARD. Where cars 
are both built and repaired. Al- 
ways busy on the maintenance end 
the yard provides a large market 
for hand tools, welding equipment, 
chain and wire rope, riveters’ 
equipment and a thousand-and-one 
other items that go into the recon- 
ditioning work that is constantly 
being carried on to keep its rolling 
stock in A-1 shape. 


SMITH SHOP. The village smithy 
brawny as he was, presents a 
mighty puny comparison with this 
gigantic steam hammer’ which 
forges main and side rods, axles, 
guides and piston rods for locomo- 
tives. The smith shop’s output is 
8,600 tons of forgings vearly. The 
workmen need gloves, goggles, 
plenty of chain, welding and cut- 
ting equipment and a variety of 
other tools that are readily evident 
the moment one sets foot in this 
department. 
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FOUNDRY. Any large 
foundry is in itself a huge 
consumer of industrial 
supplies and that goes for 
this branch of the modern 
railroad car shop. Wire 
rope, chain, buckets, re- 
fractories, power trans- 
mission equipment, fans 
and blowers, flasks and 
jackets, abrasives — each 
item a silent reminder of 
some salesman’s commis- 
sion check is strikingly 
evident in this picture. 


























































RAILROADS Cn the 


—_ every item in your 
catalog is needed by the rail- 
road shop. You’ll get a hint 
of its importance as a customer 
by studying these shots taken 
in the Roanoke, Va., shops of 
the Norfolk and Western, one 
of the most modern railway 
shops in America. Within its 
72 acre-enclosure are complete 
facilities for the building and 
repair of cars and locomotives, 
and the boss of its shop store- 
house keeps tabs on some 37,- 
000 items. 



















































































POWER PLANT. Norfolk 
and Western’s power house 
supplies both alternating and 
direct current used by the 
shops. Steam for steam ham- 
mers, and compressed air for 
pneumatic tools is all gener- 
ated here too. To the supply 
salesman this means orders. 


MACHINE SHOP. With every 
sort of equipment from small drills 
and tools to huge planers and 
mighty lathes, supplies can liter- 
ally be sold by the carload in this 
department. Just a casual glance 
at the interior reveals bar stock, 
electrical supplies, pipe and hun- 
dreds of other items right out of 
your briefcase. 
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ERECTING SHOP. In this shop, 30 
locomotives are overhauled month- 
ly. Here we see two big 150-ton 
capacity cranes lifting an iron 
horse high off its tracks. Tools in 
large quantities are necessary to 
keep men busy putting these behe- 
moths in shape for their lengthy 
runs which total over 16,000,000 
miles per year. 


eft ERECTING SHOP 


PAINT SHOP. Coaches require 
600 gallons of paint a year 
and here’s where they get it 
on the N & W. The paint 
shop is an all-year round user 
of hose, spray guns, brushes, 
and other painting supplies 
including rope and chain for 
scaffolding work. 


CAR SHOP. This is just one sec- 
tion of the passenger car shop 
where equipment is replaced and 
repaired at the rate of 30 coaches 
a month. Mechanics’ tools, sand- 


blasting equipment, soldering 


irons, metal working machines, 
wire, sheet metals, and many other 
items find ready sales here in this 
modern car “hospital”, 











DR oLONEOR 


Before moving into their new quarters in Cambridge, Mass., 

Butts and Ordway blueprinted plans to build in sane ‘and 

practical features for smoother supply house operation. 

Even new appointments, such as the “bin horses” and 

carton racks, were created to serve specific purposes. The 

result is a soundly laid out single-floor plant that makes 

JOHN J. WELCH for quicker handling of orders and goods and helps the 
and company render better service without adding to personnel 
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1. Steel warehouse equipped with racks 
for bars and rods, trolley and hoist for 
moving materials, Freight cars come to 
the door. 

2. Carton racks, three ft. high, space for 
large boxes underneath, unpacked mer- 
chandise arranged on top. 

3. Wide aisle extends entire length, facil- 
itating movement of goods to shipping 
room, platforms or display counter. 

1. “Bin horse” designed and built by 
Butts and Ordway—three ft. of space be- 
neath for unpacked goods, slots above for 
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small packaged items, such as files, screw 
drivers, hack saw blades, ete. Total 
height, six ft. 

5. Packing and = shipping department. 
Items are stocked close to this location in 
proportion to their frequency of demand. 
6. Counter sales and display room, attrac- 


tively panelled, indirect lighting a neat, 


orderly “front” for the firm. 


7. Order and inventory record depart- 


ment. 


8. Visiting salesmen awaiting appoint- 


ments are made comfortable yet kept out 
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of the way of customers in the store. 

9. Salesmen’s room. Individual desk for 
each salesman, screen for showing educa- 
tional movies, facilities for<holding meet- 
ings. 

10. Executive offices, with sliding win- 
dows allowing for conversation between 
executives without leaving desks. 

ll. Light, airy accounting and _ billing 
ollices. 

12. Truck loading platform where trucks 
are also garaged overnight behind closed 


steel doors. 














WHAT DOES 


INDUSTRY KNOW 


ABOUT YOU? 








In October, Mill Supplies outlined today's drive by 


business to obtain friendlier understanding with the 


public. 


drive was mapped out. 


help you put your story across. 


A program to enable distributors to join this 


Here is more ammunition to 


We recommend that 


everyone—executives, salesmen, office and warehouse 


employees—become familiar with these facts and use 


them to advantage for the industry which provides 


his living 





Why is it cheaper and more con- 
venient for the industrial buyer 
to buy from the distributor rather 
than to buy direct? 


Because— 

1. Time and money are saved in 
the purchasing and accounting de- 
partments by having only one 
salesman to see, one catalog to 
consult and one invoice to handle. 


2. Immediate price and catalog 


AMERICAN 
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INDUSTRY 


information can be had by tele- 
phone. 


3. It is possible to buy eco- 
nomically in small quantities. 


4. The heavy cost of carrying 
stock, with attendant obsoles- 
cence and depreciation losses, is 
eliminated. 


5. Savings in transportation 
costs are effected. 
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6. Repair parts and _ replace- 
ments can be obtained without 
delay from local stocks. 


7. The local distributor is al- 
ways ready to render emergency 
service. 


8. Complaints and adjustments 
can be handled satisfactorily and 
speedily—there is a double guar- 
antee of quality, the distributor’s 
and that of the manufacturer he 
represents. 


9. The distributor’s widely va- 
ried stock enables the buyer to 
select the product best suited to 
his needs. 


10. Customers can depend on 
the distributor salesman’s  su- 
perior knowledge of products, 
and his ability to render advisory 
service on equipment installa- 
tions. 


Why do so many manufacturers 
consider it good business to mar- 
ket their products through dis- 
tributors? 


Because— 


1. They eliminate the necessity 
and expense of maintaining local 
stocks and can limit their sales 
forces to the number necessary 
for contact and work with the 
distributor. 


2. The handling of inquiries 
and orders is vastly simplified. 


3. Accounting expenses are re- 
duced, the necessity for keeping 
credit records on thousands of 
customers is eliminated. 


4. Packing and shipping ex- 
penses are reduced. Instead of 
sending many orders to many 
customers, one large order is 
handled—requiring less person- 
nel in the shipping department, 
more materials and more time for 
assembling, packing, and _ ship- 
ping. 


5. Production planning is 
made regular through the steady 
receipt of the distributor’s stock 
orders. A study of distributors’ 
purchases over a period of years 
enables the manufacturer to plot 
a production curve of unusual 
accuracy. 


IS EVERYMAN'S BUSINESS 
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WHAT DO YOU KNOW ABOUT 
INDUSTRY? 
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FACTS FOR THE SALESMAN 





Do machines cut down the 
amount of employment? 
No. Besides making life easier 


for working men, machines also 
create new opportunities for em- 
ployment and actually increase 
the total number of jobs. 


Has the worker gained from 
mechanization of industry? 


Yes. Through higher wages, 
shorter hours, more leisure, abil- 
ity to buy many more commodi- 
ties. Since 1914 wages for fac- 
tory employees have increased 
and the work week has been 
shortened with a net increase of 
128 per cent in income. Yet the 
cost of living for the same period 
has increased.only 40 per cent. 


What is the purchasing power 
of the American worker com- 
pared with that of workers in 
other countries? 


AMERICAN IND 


For every hour the American 
worker puts in at his machine 
toward purchase of a radio the 
Frenchman, Englishman = and 
Italian must work an average of 
over five hours to buy the same 
type of radio. For every hour 
the American spends at work to- 
ward buying an automobile the 
combined French, English and 
Italian must spend an average 
of over six hours. The same ra- 
tio holds true in purchase of 
other commodities. 


What 
wage? 


determines a_ worker’s 


The most important factor is 
the worker’s capacity to produce. 
The more he can turn out, the 
better his wage. The American 
worker is able to produce more 
goods than workers in any other 
country because he has more ma- 
chinery at his command. It is es- 


USTRY 
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timated that about $8,000 is in- 
vested in machinery and equip- 
ment for every factory job in the 
United States, or a total of about 
64 billion dollars worth for the 
8,000,000 factory workers. 


Can factory workers be paid 
more merely by the process of a 
company charging more for its 
products? 


This is fine in theory but, prac- 
tically, it doesn’t work. Prices 
can be boosted to some extent, 
but when they are raised, the 
time soon comes when fewer con- 
sumers are able to buy and the 
total revenue shrinks. This was 
one of the reasons for the cur- 
rent depression. Labor leaders, 
through strikes, forced wages up 
so high that prices had to be 
advanced to a point where people 
stopped buying. 


Is the worker getting more of the 
national income or less of it than 
he used to? 


Though more money is needed 
than formerly to erect, equip and 
maintain highly mechanized fac- 
tories, workers are getting a 
larger part of the total national 
income. In 1900 about 53 per 
cent of the national income went 
for wages and salaries. In 1920 
the share had risen to 63 per cent 
and in the last few years it has 
gone up to 67 per cent. 


How big are industry’s profits? 


In good years, such as from 
1923 to 1929, only three plants out 
of five made profits, while in bad 
years, like 1931, only one plant 
out of four earned a profit. 


Where do factories spend the 
money they get? 


On the basis of a 1921-35 av- 
erage 71 per cent of factory in- 
come was spent for materials, 
fuel, transportation, supplies and 
other expenses; 3.6 per cent for 
replacement of plant and equip- 
ment; 21 per cent for employees, 
management and owners. Actu- 
ally, workers’ wages are paid out 
of value added in factories and 
as this value has risen by the ad- 
dition of machinery, the worker’s 
proportionate return has been 
about 41 per cent. 


1S EVERYMAN'S BUSINESS 
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Hing oul: le with 


centrifugal poesrneges 


ENTRIFUGAL PUMPS in the 

larger sizes, now quite com- 
monly replacing piston pumps for 
many applications, are not usually 
sold by industrial distributors, but 
the portable centrifugals are com- 
ing in quite commonly now for 
pumping large quantities of water 
that may be silty, acid-carrying, 
or otherwise contaminated. They 
can be direct-connected to motor, 
turbine or high-speed steam, gas 
or diesel engine, and are cheaper 
and more compact in large sizes 
than the old piston pump. They 
provide even flow and pressure, 
and are best suited for sediment 
pumping because there are no cyl- 
inders, plungers or cams to wear, 
as in reciprocating and rotary 
pumps. 

Contractors purchase them for 
dewatering large excavations, 
bridge and building trenches, well- 
point systems, cofferdams and 
sumps, for water supply from 
wells or low-level sources, and for 
long-tunnel drainage at low heads. 
Industrial plants buy them for 
general and fire-fighting water sup- 
plies and for dewatering. Utilities 
and railroads use them to drain 
excavations and for temporary 
water supply. 

They’re tricky if you’re not used 
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By E. J. TANGERMAN tecHnicar eniTor 


If you sell ’em, and there’s trouble, the buyer 
may expect you to tell ’em what’s wrong. Here 
are a few hints for solving simple difficulties 


to them, and a new operator may 
get himself into all kinds of un- 
necessary trouble, particularly if 
his connections aren’t according 
to Hoyle. So let’s just put down 
the causes of and the ways to lo- 
cate trouble, as listed by the Hy- 
draulic Institute. 


No Water Delivered 


a. PUMP NOT PRIMED (air or gas 
from fluid pumped trapped in 
pump chamber, vibration or chat- 
tering of impeller, misalignment 
of impeller, suction lift too great, 
air leaks, faulty sealing, power 
surges) 

b, SPEED TOO Low (If direct-con- 
nected to a motor, is the motor 
connected across the line and is 
it receiving full voltage? If direct- 
connected to a steam turbine, is 
the turbine receiving full steam 
pressure? ) 
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c. DISCHARGE HEAD TOO HIGH 
(pumping too great a distance, to 
too great a height, or discharge 
pipe too small or contains too 
many bends or other obstructions 
to flow) 


d. SUCTION LIFT HIGHER THAN 
THAT FOR. WHICH PUMP IS DE- 
SIGNED (suction pipe too small, 
contains too many bends or other 
obstructions, or water must be 
lifted too far from source to 
pump) 

e. IMPELLER COMPLETELY PLUGGED 
UP (silt, sediment or other adhe- 
sive materials filling spaces be- 
tween impeller blades) 

f. WRONG DIRECTION OF ROTATION 
(pump running backward) 


Not Enough Water Delivered 


a. AIR LEAKS IN SUCTION OR STUFF- 
ING BOXES (poor or faulty connec- 
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Left—Iindustrial plants, as well as build- 
ings, use dozens of pumps. Here are two 
motor-driven centrifugals in the pump 
room of Cliquot Club Ginger Ale Co. at 
Millie, Mass. 


Right—Diesels or gas engines are common 
drives for oil-field centrifugal pumps. Here 
is a temporary installation of diesel, speed 
reducer and pump. Many other units are 
so small they are mounted on skids o1 
even wheels for portability. 


Below—Here's a combined motor and 
pump on boiler-feed service in a power 
plant. Similar units do many jobs for 
contractors, 





tions, worn-out packing, damaged 
piping) 

b. SPEED TOO LOW (See (b) under 
preceding item) 

c. DISCHARGE HEAD HIGHER THAN 
ANTICIPATED (pumping against too 
great pressure, obstruction in dis- 
charge, too many bends, etc.) 

d. SUCTION LIFT TOO HIGH (See 
(d) above) 

e. IMPELLER PARTIALLY PLUGGED 
UP 

f. NOT ENOUGH SUCTION HEAD FOR 
HOT WATER (hot water takes 
greater suction head than cold) 
g. MECHANICAL DEFECTS (worn 
wearing rings, damaged impeller, 
defective casing packing) 

h. FOOT VALVE TOO SMALL 

i. FOOT VALVE OR SUCTION OPEN- 
ING NOT SUBMERGED DEEPLY 
ENOUGH (pump picks up some air) 


i 
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j. ELBOW IN SUCTION LINE TOO 
NEAR PUMP (creates turbulence in 
flow which cuts capacity) 


Not Enough Pressure 


a. SPEED TOO LOW (See (b) under 
“No Water Delivered”) 

b. AIR IN WATER (air is compres- 
sible; water is not. Also, air may 
leak out of discharge or may col- 
lect and cause pump to lose its 
prime) 

c. MECHANICAL DEFECTS (as_ in 
(g) just above) 


d. IMPELLER DIAMETER TOO SMALL 


Pump Works for Awhile, Then 
Loses Suction 


a, LEAKY SUCTION LINE (permits 
air to enter. This collects and 
causes pump to lose its prime) 
b. WATERSEAL PLUGGED 

¢ SUCTION LIFT TOO HIGH (see 
similar case above) 

d, AIR OR GASES IN LIQUID BEING 
PUMPED (see “leaky Suction Line” 
just above) 


Pump Takes Too Much Power 


a. SPEED TOO HIGH (after passing 
a known maximum, pump takes 
more power without delivering 
any more water) 

b. HEAD LOWER THAN RATING, SO 
PUMP PUMPS TOO MUCH WATER 
(too much pump capacity for the 
job) 

¢. SPECIFIC GRAVITY OR VISCOSITY 
TOO HIGH (liquid being pumped is 
to heavy or too thick for pump to 
handle efficiently ) 
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d. MECHANICAL DEFECTS (bent 
shaft, rotating elements binding, 
stuffing boxes too tight, wearing 
rings worn, casing packing defec- 
tive) 


Pump Noisy 


a, IMPROPER PIPE ALIGN MENT 
(suction and discharge pipes must 
be carefully aligned) 


b. HEAD TOO LOW (gives too high 
discharge velocity and consequent 
noise ) 


You can see from this table of 
effects and causes that one cause 
may create any of several effects. 
Therefore the table has been clas- 
sified according to visible or obvi- 
ous effects, and then it’s up to you 
to choose among the listed causes. 
There may occasionally be some 
obscure cause not listed here, such 
as a blowhole extending through 
the pump casing or a broken im- 
peller blade, but these are not at 
all common. Almost always you'll 
find your trouble among those 
listed, ané usually it will be a de- 
fective or clogged suction line, too 
heavy a job for the pump, or a 
plugged impeller. Also many op- 
erators believe that they can in- 
crease pump capacity indefinitely 
just by increasing speed. After 
the capacity of the pump is 
reached, any excess power will 
simply be used up in overcoming 
increased friction due to centrifu- 
gal force. 

In general, though, your sales 
will give you no trouble at all be- 
cause the operator already knows 
how to handle the equipment, 
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“ILL SEE YOU ON THE BREMEN” is the by-word in 


mill-supply circles today. 


In offices, on trains and 


golf courses, at meetings, luncheons and dinners— 


this is the topic of the hour 


= 1939 convention 
cruise aboard the S. S. Bremen, 


sailing to Bermuda and_ back, 
promises to be the best ever. Never 
has there been so much enthusi- 
asm for the annual event so far in 
advance. Bookings have already 
passed the 400 mark and addi- 
tional reservations are coming in 
daily. 

Because May is an ideal time for 
an ocean cruise (Spring is in the 
air, weather not too warm and 
Bermuda at its best) many mem- 
bers are planning a triple vaca- 
tion, intending to see the New 
York World’s Fair, take an ocean 
voyage and attend the convention 
all on one trip. A greater number 
of wives than usual will attend, 
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and the 51,731 ton Bremen is per- 
fectly adapted for the comfort and 
enjoyment of everyone. Though 
the staterooms range in price from 
$65 to $130, according to size, ac- 
commodations and location, every- 
one will enjoy the full use of all 
the ship’s facilities for entertain- 
ment and sports. 

The splendid food and service 
of the Bremen have made this liner 
a favorite among ocean travelers. 
During the industry’s cruise a 
complete program of entertain- 
ment, social activities and sports 
tournaments will be arranged. 
There will be dancing every eve- 
ning and special motion pictures. 
The famed Ritz restaurant and the 
swimming pool are available to all. 
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MILL SUPPLY CONVENTION CRUISE 
will sail from New York Wednes- 
day, May 17, at midnight; Thurs- 
day and Friday at sea with con- 
vention sessions morning and 
afternoon. Movies, entertainment, 
dancing, deck sports on ship. 

Saturday morning arrival at 
Bermuda. Two whole days for 
shore excursions. The ship is the 
hotel. Special tenders, trains and 
carriages will transport golfers to 
the Mid-Ocean Club for the of- 
ficial Mill Supply Tournament. Re- 
turn sailing is at six o’clock Sun- 
day evening. Monday at sea with 
meetings and entertainment, and 
the official banquet on Monday. 
The boat docks at New York Tues- 
day morning. 
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This interior photo of Room 418, a typical 
$100 outside double room on C deck with 
private bath and toilet, can be compared 
with the layout drawing of the same room 
on the opposite page. The convention 
will have exclusive use of the entire ship 
and rooms range from suites on A deck 
to the minimum priced cabins on D deck 





Cross section of the ship shows the sports 
deck, the promenade decks and A, B, C 
and D decks. D deck, on which are all the 
lowest rooms is 20 feet above the water. 
Meetings and activities will all be held 
on the upper decks. The Bremen's size 
and the convenience and spaciousness of 
the accommodations assure a smooth, com- 
fortable trip 


SPACE IS LIMITED until January to 
one room (for two people) per 
company in order that all may 
have equal opportunity for selec- 
tion. After the first of the year 
those companies wanting addi- 
tional rooms will be taken care of 

To make reservations, select the 
desired stateroom (inside or out- 
side, deck, price, etc.) and send it 
with a check for $25.00 per person 
to Thos. Cook & Son, 581 Fifth 
Avenue, New York. If you want to 
reserve extra space, select that as 
well at this time. Your request 
will be put on file and handled in 
turn when further reservations 
are available, January 1. 








Rose Kennis, secretary, has no 
trouble finding and extracting a 
piece of literature from one of 
the fabroid drawers in the cab- 
inets 
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—with the way Satterlee (Minneapolis) 


has devised for handling sales literature 


| NOTHING haphazard 
about the way the F. E. Satterlee 
Company, Minneapolis, handles its 
manufacturers’ promotion 
literature, 


sales 


In fact, so important do com- 
pany executives consider proper 
filing and control of such material 
that a room has been set aside as 
a “storehouse” and reference li- 
brary and an entirely new set of 
filing cabinets has been installed 
therein. 

The cabinets contain fabroid 
drawers in which the literature is 
filed. It is not necessary to pull the 
drawers all the way out for identi- 
fication or removal of literature. 
The fronts open up, as illustrated. 

Each drawer is carefully labeled, 
so it is a simple matter for any 
member of the Satterlee organiza- 
tion to locate any piece of litera- 
ture issued by a manufacturer 
whom the company represents. 
While Satterlee does not allow old 
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literature to accumulate — all ex- 
cess literature not imprinted with 
the distributor’s name is returned 
to the manufacturer—at least one 
sample of each piece of literature 
issued by any of its manufacturers 
is kept in file. As it is now, Sat- 
terlee can produce a sample of 
practically any promotion 
material brought out by any of 
its principals dating ’way back to 
1903 or 1904. 


sales 


Regular System Followed 


“We make it a practice to send 
out some envelope stuffers each 
week,” says a Satterlee executive. 
“Our salesmen are always _in- 
formed what lines are represented 
in these mailings, so they can tie 
in personal talks on the lines 
wherever advisable. 

“It is usually our practice, also, 
to include some manufacturers’ 
literature with our monthly state- 
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ments, but we never allow these to 
bulk the mailings sufficiently to in- 
crease the postage. 

“Much fine sales literature is 
issued by our manufacturers, but 
it is only valuable to us when we 
use it right. Hence, we analyze 
every piece coming in to us and 
plan definitely how and when we 
will employ it. 

“We believe, likewise, that care- 
ful filing of our literature is neces- 
sary, both to facilitate the work of 
our organization and to provide 
quick, accurate information to our 
customers. We are delighted with 
the improvement in our handling 
of sales literature brought about 
by our new filing system.” 

Also shown in the accompany- 
ing picture, on the table, are twu 
modern type catalog or literature 
binders. In these are kept actively 
up-to-date price lists for ready 
reference—one on machinery, the 
other on supplies. 





UMI 





UMI 





This sign means what it says. 
No more roller skates are sold 
to breweries 





House call system provides for 
a quick check on stocks without 
gumming up telephone lines 





Spiral chute speeds orders from 
every floor down to the shipping 
department 


Boxe may have a hundred years’ 
business history behind them but 
Belcher & Loomis are not tradi- 
tion-bound. This Providence firm 
has recently made a number of im- 
portant changes, reflecting their 
appreciation for today’s trend in 
the supply business. 

These include speeding up of 
order filling through moderniza- 
tion of equipment, and a strictly 
wholesale only policy, which con- 


iB&L ADOPT 


They've whacked away delays in han- 


dling of orders and supply house details 


fines their sales to industrial ac- 
counts or stores for resale. 

Some time ago it was realized 
that the sale of items for personal 
use under the guise of favors to 
industrial buyers was getting out 
of bounds. The situation was un- 
satisfactory to Belcher & Loomis, 
to their retail accounts, and often 
to the purchasing agents who 
placed the orders. 

3eing an industrial town, some 
member or relative of almost every 
Providence family is employed in 
a local factory. Therefore, when 
little Willie was scheduled for a 
new bicycle, or Uncle Mac wanted 
a radio, the factory employee went 
te the purchasing agent and asked 
him to place an order—at whole- 
sale, of course. As a consequence, 
many purchasing agents found 
themselves with the worries of a 
retailer and none of the profits. 
Belcher & Loomis were constantly 
filling retail orders at wholesale 
prices and their unhappiness over 
the situation was matched only by 
the retailers who saw their right- 
ful business slipping through their 
fingers. 

On eliminating this method of 
business, which started as a favor 
to a few buyers, there were natur- 
ally a few pet corns stepped on 
and subsequent howls of anguish, 
but the situation is now nicely in 
hand. All goods for industrial 
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plants are billed direct to the com- 
pany, and not the individual buyer. 

Order filling has been speeded 
up in a number of ways. A micro- 
phone set has been installed on the 
first fioor and hooked with all 
other floors of the building. By 
turning a lever, connection with 
any floor is established. Orders 
are spoken into the microphone 
and can be heard reasonably well 
throughout the floor. There is no 
time lost in going to the house 
telephone, and returning to report 
about stock on hand. Not only is 
time saved, but the house tele- 
phone lines are kept open for serv- 
ice other than order filling. 

A spiral chute has also been in- 
stalled to facilitate the delivery of 
orders to the shipping department. 
This is of the conventional sheet 
iron type with fire doors on each 
floor to prevent a draft. 

Stock bins are now labeled, with 
a list of items contained in that 
particular section so that any or- 
der filler can quickly find stock on 
any floor, even though he is unac- 
customed to working in that par- 
ticular area, 

Merchandise displayed has not 
been neglected and boards mounted 
with sample tools are placed on 
pillars. These both stimulate sales 
and give customers an idea of the 
lines and varieties of sizes offered 
by the firm. 
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TS A NEW kind of catalog for 

Harris Pump and Supply Co., 
Pittsburgh. The firm now offers a 
modern loose leaf arrangement that 
allows for any number of price 
changes, changes in lines and other 
adjustments. 

Now in use about four months, the 
new Harris catalog is in two sec- 
tions. Section One consists of prices 
on 34 major lines. The lines are listed 
in the front and the items are classi- 
fied alphabetically. Section Two con- 
tains list prices, usually found in 
manufacturers literature. The catalog 
is approximately 5 x 8 inches with an 
attractive leather cover. 

When there is a price change or 
a new line or new item added, a page 
is made up, photostated and sent out 
with instructions to remove the old 
page with the corresponding number 
and replace it with the new one. In 
this way there are no marginal cor- 
rections, no items in the catalog that 
have been discontinued or absence of 
those that have been added. In the 
same way, any new literature from 
the manufacturer containing changes 
in price or line is reduced to 5x8 
size and inserted in the second section. 

List prices in the second section 
are classified and cross-referenced, 
making it easy to refer from one sec- 
tion to the other. 


GOT RO 


LLUSTRATED HERE is a unique 
and highly satisfactory method of 
handling wire and manila rope de- 
signed and developed by C. Alfred 
Miedel, manager of the industrial 
division of the W. H. Kiefaber Co., 
Dayton, Ohio. 
Mr. Miedel 


rope are 


leads of 
brought from the reels 
through holes in the board in the 
foreground. Above each hole is a tag 
which simplifies identification of the 
type and size of rope. It is easy to 
draw the desired length of 
through the holes, and not only is 
considerable labor avoided, but kink- 
ink is practically eliminated. The 
board faces onto a long aisle which 
has been marked off for easy meas- 
urement. 

The picture does not include the 


shows how 


rope 





SOMETHING NEW IN CATALOGS 





HARRIS — 

AND SUPPLY - 
Foe antrvainnn apecial 
Drills & Reomers 


Bee 
Hacksow — < Tools 
Ae Copper Product 













Wovngrore® Paste Lane 






pies 


ar 
(a 11 noe. CEuwstLVANIA 
pr 
6 — cOurt 3800 

















The whole system makes a_prac- 
tical and strictly up-to-date catalog 
that can be corrected and adjusted 
as the occasion demands without ever 
having to publish a complete volume 
at any stipulated interval. It is sim- 
ple, attractive and considerably less 
expensive than the old way and Har- 
ris’ customers are loud in_ their 
praises. 


PE TRO 


complete stocks of wire and manila 
rope, but it may be seen that the wire 
rope is on standards to the right and 
at right angles to the board. A trolley, 
equipped with an electric hoist, facili- 
tates the removal of empty reels and 
the placing of full 
standards. 

It will also be noted that reels of 
small chain are 


reels on the 


stored 


directly in 


For the convenience of about 100 
customers who use certain special 
lines not contained in the general 
catalog, a specialty catalog is issued. 
This consists of manufacturers liter- 
ature on these items, classified and 
indexed and bound in a large leather 
cover. For the plumbing and heating 
trade there are about 500 special cat- 
alogs containing only these items. 


UBLES? 


front of the rope board so that the 
same floor markers may be employed 
for measuring lengths of chain as are 
used for measuring wire and manila 
rope. 

These improvements are among the 
many that have recently been made 
to facilitate handling and storing of 
supplies, equipment and tools in the 
roomy Kiefaber warehouse. 
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Sales tip 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


A Fighting Sales Force 
Can Build Up Volume 


“I’ve learned a lot more about 
sales management from football 
coaches than I ever learned out of 
books on sales building,’ was the 
recent statement of A. H. Deute, 
president of the National Brewing 
Co. 

“In one way or another,” Mr. 
Deute goes on to say, “I have tried 
to read the books of the wise sales 
directors. I have studied charts and 
graphs. I have built sales forces 
on the scientific principle. But al- 
ways and invariably I have been a 
traitor to my profession and it is 
time to admit it. Always at the 
crucial moment, I have gone out 
and hunted me up some “Polaks” and 
gotten rid of the “ambassadors of 
good will.” 

Recently I went back to my old 
principles. I got rid of some of the 
best selling brains to be had for the 
money. And I got me a couple of 
“Polaks”. Around them a machine 
is being built to do business. The 
Number One “Polak” is an Irish- 
man named Pat Roche, the other is 
a Hebrew named Joe Levin—an ex- 
gob. Neither of these men knows a 
thing about scientific selling. Each 
knows that his job is to get busi- 
ness. Joe Levin carries the ball 
on nine plays out of ten. Pat Roche, 
as per Irish tendencies, calls the 
signals and hunts up more birds 
who can get orders. 

This outfit has still much polishing 
up to accomplish. But it is the 
“makings” of another great sales 
force. There isn’t a man in the 
outfit who can’t take punishment. 
Not a man is brittle. Hard to han- 
dle? Yes. Every group of fighting 
salesmen is hard to handle. But 
they get the orders and that’s what 
we want.—Printers’ Ink, September 
1, 1938 





Mirror Aids 
Pump Regulation 


A pressure gage on a pump sup- 
plying cooling water to a 400-hp. gas 
engine was set so as to be visible 
from the engineer’s office. However, 
this arrangement was of no help to 
the operator on the engine platform 
to regulate the flow of cooling water 
through the jacket-distribution line. 

This problem was solved by mount- 
ing an ordinary truck rear mirror 
on the pump foundation. In this 
location, it reflected the gage read- 
ing to the man on the engine plat- 
form, as in the figure. Even though 
the gage hand seems to travel in the 
wrong direction with pressure 
changes it is possible to note the 
dial figures and to maintain the de- 
sired pressure. To make the gage 
more easily read, figures indicating 
maximum allowable pressure were 
gone over with red ink.—M. T. Pate 
in Power, October, 1938. 
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We Buy From Old Timers 
We like old timers. We like to 


buy from people who have been at 
their knitting and have stuck to it 
for years. 

As electrical contractors, we must 
be sure that our suppliers’ services 
have stood the tests which time alone 
can apply. We like old-timers who 
have been with their houses for 
years—they know our ways, what 
we like to do, and how we work 
with our clients. 

The point of view of the old timer 
is balanced. He has seen panics 
come and go. He has’ watched 
“world-revolutionizing” inventions 
either die a natural death or grow 
into solid success. Anything he 
tells us has real background and 
substantial experience behind it. 

The maturity of his viewpoint 
shows at its best when he is intro- 
ducing something new to us. The 
talking point is never the fact that 
the new item is interesting for its 
novelty; it is always that it will 
help us to adapt ourselves to the 
advanced trends of our trade. Nov- 
elty alone counts for nothing. We 
want something that will help us 
to move forward. 

In short we prefer suppliers who 
have proved their staying power. 
We like them for the way they un- 
derstand us, for their proved de- 
pendability, for the information 
they bring us, and for the way they 
winnow out the good in the new 
things from the bad. In return for 
that we stay with them.—By I. 
Evans in Forbes, September 15, 
1938. 


Simple Sales Control 
Is the Best 


Every sales manager is faced with 
the one big problem that he must 
solve successfully or he is not a 
sales manager. That problem is 
how to win from all salesmen on 
his staff the best that they are 
capable of, and keep those men 
loyal and contented. 

“Our system of sales guidance, 
says FE. L. Mathy, sales manager, 
is predicated upon the assumption 
that sales management needs facts, 
while men need prompt reminders 
and scheduled plans to produce re- 
liable results. 

The Victor system of simple sales 
guidance is planned to produce an- 
swers to three questions: 


1. Are customers called upon reg- 
ularly in relationship to the indi- 
vidual obtainable business? 

2. Are prospects developed ade- 
quately and converted into custom- 
ers as rapidly as feasible? 

3. What caused certain orders or 
customers to be lost and what ef- 
fort is made to correct this fault?— 
Sales Management, August 15, 1938. 
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S THE Wage-Hour law went 
A into effect Monday, Oct. 24, 
distributors were unanimous in 
voicing the question, “How does 
the Act apply to me?” 

The first interpretive bulletin by 
Administrator Elmer Andrews 
says “The wage and hour provi- 
sions are applicable to employees 
‘engaged in commerce or in the 
production of goods for com- 
merce’”. No one has, as yet, 
written a definition of intrastate 
commerce, but present attitude 
in Washington favors a_ broad 
interpretation. Employees han- 
dling goods in the “general flow 
of commerce” will be subject to 
the Act even though their em- 
ployer’s sales are confined entirely 
within his own State, as buying 
can be considered an interstate 
transaction, It appears that where 
even as few as 10 per cent are en- 
gaged in interstate commerce, the 
law may be applied to all em- 
ployees. 


Exemptions 


The law does not apply to execu- 
tives, or salesmen but does include 
bookkeepers, bill clerks, cost 
clerks, stenographers, truck driv- 
ers, maintenance men, watchmen, 
receiving and shipping clerks and 
similar employees. 

An employee can work any num- 
ber of hours if he is paid time 
and one-half for hours in excess 
of the minimum. Averaging 
weekly hours is not permitted un- 
less authorized in a labor agree- 
ment negotiated through collective 
bargaining. 

Inasmuch as there is no restric- 
tion on adjusting wages above the 
minimum, it appears that it would 
be helpful for distributors to adopt 
an hourly rate of pay where possi- 
ble. The hour is the unit upon 
which compensation is established 
and as the maximum will be 40 
hours in two years, it would seem 
advisable to base all present ad- 
justments on the 40-hour figure. 
For example, take an employee 
who now receives $26 per week. 
He may work from 40 to 48 hours, 
depending upon conditions. If, bas- 
ing calculations on a 40-hour week, 
this employee is paid 50 cents an 


30 





hour his compensation for a 48 
hour week will still be $26. For 
the first 40 hours, he would receive 
50 cents per hour, or $20. For the 
additional eight hours, he would 
receive 75 cents per hour, or $6 
additional, making the total $26. 

The employer can, if he so de- 
sires in the above case, continue 
the pay of this employee at $26 a 
week—regardless of the hours 
worked, be they 36 hours, 44 hours 
or 48 hours—just so the hours do 
not exceed 48, without the pay- 
ment of additional overtime, and 
continue to do so even when the 
1940 minimum of 40 hours is 
reached, as he has based his hourly 
rate on this lower figure. When in- 
ventory taking or peak periods re- 
quire that the employee work more 
than 48 hours in any one week, 
there is nothing in the law that 
says he cannot work a reasonable 
maximum, say 60 hours, provided 
he is paid time and one-half for 
the hours in excess of the pre- 
scribed maximum. 

It is not believed that Congress 
intended (Sec. 16) to take from 
employers the freedom to make 
such wage adjustments as may be 
necessary, provided such adjust- 
ments neither are violations of the 
basic wage and hour section nor as 
the direct result of any provisions 
of the Act. Employers are still 
free to adjust hours and wages be- 
cause of economic conditions, com- 
petition, or any normal reason. 


Rulings 


The Wage and Hour Division of 
the Department of Labor is apt to 
proceed cautiously in drawing up 
definitions and in interpreting the 
Law inasmuch as it is their at- 
titude that it will be for the courts 
to decide many of the questions 
and that the Administrator has no 
power to make binding rulings. 

Required records need not be 
made or preserved in any partic- 
ular form so long as they are read- 
ily available and contain informa- 
tion from which the data required 
by the regulations can be easily 
obtained. 

It would be advisable for the 
employer, as a means of protection, 
to maintain, in addition to the pay- 
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WAGE-HOUR LAW TAKES HOLD 


roll record, such basic records as 
those which are recorded by time 
clocks or time cards, or sheets 
which include the exact time of 
starting and stopping the work 
day and the time of starting and 
stopping the meal period. 


Records 


The following information about 
employees must be kept by the em- 
ployer in any form he chooses. No 
forms of any nature have been ap- 
proved by the Administrator. 

1. Name in full 

2. Home address 

3. Date of birth, if under 19 

4. Hours worked each work day 
and each work week 

5. Regular rate of pay and basis 
upon which wages are paid 

6. Wages at regular rate of pay 
for each work week, excluding ex- 
tra compensation attributable in 
excess of the overtime rate over 
the regular rate 

7. Extra wages for each work 
week attributable to the excess of 
the overtime rate over the regular 
rate. 

8. Additions to cash wages at 
cost, or deductions from stipulated 
wages in the amount deducted or 
at the cost of the item for which 
deduction is made, whichever is 
less* 

9. Total wages paid for each 
work week 

10. Date of payment 

It is not intended that the dis- 
tributor (under Sec. 15) will be 
required to investigate and make 
certain that the merchandise he 
sells was produced in keeping with 
the wage and hour provisions nor 
must he keep accurate records as 
to the practices of those who pro- 
duced or have previously handled 
the products he offers for sale. 
The distributor is not responsible 
for violations of the law by those 
supplying him with goods. He is 
not required, when he in turn sells 
the merchandise, to give to indus- 
trial buyers certificates stating 
that he has observed the provisions 
of the law. However, if he wishes 
to issue certificates or stamp the 
goods or invoice, he may do so. 


* The Administrator has allowed dedue- 
tions for Social Security taxes. 
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1. How much load can one ball 
in a ball bearing carry? 


2. What five kinds of bonds are 
extensively used today in grinding 
wheels? 


3. Why are self-aligning shaft 
hangers of value? 


4. How many shapes, cuts and 
lengths of files are there? 


5. Why do large grinding wheels 
give higher cutting efficiency than 
small ones? 


6. What is a flexible coupling 
used for? 


7. What three metals are com- 
monly used in valves? 


8. When is it best to have a fric- 
tion-type tapping attachment? 


9. When is a positive-type tap- 
ping attachment best? 


10. What is a swivel-jaw vise? 
11. What is it used for? 


12. Which takes a harder grind- 
ing wheel, soft steel or hard steel? 


13. When surface speed of a 
grinding wheel is doubled, what 
happens to internal wheel strain? 


14. On abrasive grain, what does 
the numeral 60 mean? 

15. Why are v-belts used on 
primary drives? 


16. What is the best way to test 
files? 


17. Why have a swivel-base vise 
at all? 


18. What is “B & 0”? 





19. Does tensile strength have 
anything to do with choice of 
abrasive? 


20. What are the two common- 
est grinding abrasives? 


21. How are files measured? 


22. For a circular saw in gen- 
eral service, will a combination- 
tooth blade cut as fast as either a 
cross cut or a ripping blade? 


23. How is high coefficient of 
friction obtained in a belt? 


24. How long will a ball bearing 
last? 


25. Should an acetylene torch be 
greased or oiled? 


26. What is a file back? 
102) 


(Answers on page 


SAM SUPPLIER DIVIDES A DIVIDEND 


Sam Supplier was astonished re- 
cently to get a $16 dividend on 
some stock he’d long since decided 
wasn’t good for anything except 
scratch paper. Since it was all 
gravy and he’d been so broke last 
Christmas that his kids didn’t get 
presents, he decided to divide it 
amongst them. The way he worked 
it out, no one got less than $4, and 























amount. The product of the vari- 
ous amounts given to each child 
equals the number of square inches 
in a certain number of square feet. 
Well, how many kids has Sam 
Supplier, and how much did he 
give to each one? 

In case you have no children, or 
can’t divide an orange into seg- 
mests, look for the puzzler’s an- 
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1 don't care how you did it at the Bide-A-Wee Giftie Shoppe! 
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business 
SURVEY AND FORECAST 








October found all lines of busi- 
ness resuming the upward move- 
ment that was begun in August 
and halted in September by war 
threats. The month closed with 
many lines at their year’s high 
and gave promise that the bullish 
movement may be continued even 
through next spring. 


STEEL: Hitting an activity rate 
of 56.8 in October’s final week, 
steel got its feet back on the 
ground after previous jiggling 
of the price structure had spread 
some nervousness. Evidence is 
that the leading producers now 
mean business about keeping 
control of prices. This develop- 
ment may be considered one of 
the month’s best signs. 


AUTOS: Motor optimism is one 
of the most important factors to 
brighten the present picture. 
Many market wise dealers look 
for a 4,000,000 car year. In the 
final week of October, production 
climbed to 73,335. During the 
month, General Motors recalled 
35,000 workers and Chrysler re- 
scinded a previous pay cut. A 
tendency for the auto production 
curve to turn downward within 
a month or two need not be cause 
for alarm, since the industry’s 
peak season is on right now. 





ARMAMENTS: Dictators got 
away with it in September be- 
cause they were ready for trouble 
and democracies were not. An 
inevitable result will be an arms 
buying and building program on 
the grand scale. Already a U. S. 
preparedness program that may 
cost two billions is being readied 
for Congress, with good chances 
of getting by. Such a step would 
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surely exhilarate business for the 
time being, although there would 
be a tax-bill hangover later. 


RAILROADS: The Presidential 
board’s refusal to favor a wage 
cut is considered a dampening 
factor. Developments in this 
line must be watched. Obviously 
the lines are in a bad way but if 
they go ahead on their own a dis- 
astrous strike could well upset 
the apple cart for more industries 
than their own. Governmental 
assistance is regarded as only a 
makeshift form of relief. 


BUILDING: This field is counted 
on to extend general recovery 
through the spring. PWA expen- 
ditures will probably reach peak 
about April. At present, mort- 
gages reviewed by FHA are dou- 
ble last year’s figures. USHA 
is nearly ready for its first large 
actual spending. Banks and in- 
surance companies, too, are indi- 
cating increased interest in resi- 
dential building. 

The chart below clearly shows 
the gradual and well-balanced 
nature of improvement for five 
months of the year. Each figure 


represents a percentage of 1923- 
25 normal and, except for employ- 
ment and payrolls, is adjusted for 
seasonal variations. 


ELECTION: As this is written 
(a week before ballotting) expec- 
tations are for Republicans to 
gain upwards of 50 seats in Con- 
gress. This would leave them 
still short of a majority but 
would insure an even more inde- 
pendent Congress than the last 
one which killed the Supreme 
Court and Reorganization 
schemes. A gain of less than 40 
seats for the G. O. P. would be 
regarded as bad news for busi- 
ness. 


P. A’S VIEW: Optimism but not 
outright enthusiasm is reflected 
in the monthly report of the N. A. 
P. A. Business Survey committee. 
“Noticeable improvement has oc- 
curred during the past month,” 
the October report says. “And 
while there is little evidence of 
broad upturn in the volume of in- 
dustrial distribution during the 
next several weeks, few purchas- 
ing men fail to anticipate a con- 
tinued gradual betterment. Most 
purchasing offices are proceeding 
on a cautious basis pending more 
definite evidence of further 
quickening in the business pace.” 

The buyers see nothing to indi- 
cate advancing commodity prices. 
Inventories continue to be worked 
down, but the reduction is less in 
view of generally depleted stocks. 








Industrial Factory Factory Frt.Car Building 

Production Employment Payrolls Loadings Contracts 
ee TS iw bacon 119 104.7 109.1 107 117 
en 64 65.5 46.4 55 28 
Pere 110 99.3 98.0 78 59 
PE Oss cwerenes 76 75.5 69.2 58 51 
i Se ee 77 76.1 67.0 58 54 
NE Rn cia ore wine 82 77.6 67.5 61 59 
i Speers 88 79.5 73.0 62 70 
eee 92 82.0 76.5 64 70 
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BUILDS 

BIGGER 

BRUSH 
BUSINESS 


@A “Brush Conscious” Salesman saw a 
job being done in a plant by a method 
that looked unnecessarily hard and 
costly. He believed that the work could 
be done faster, better, easier and at less 
cost by Osborn Wire Wheel Brushes prop- 


erly matched to the job requirements. 


(Reading time: 29 seconds or less) 


@ Costs were reduced approximately 17% on a 
production operation by using Osborn Brushes 
carefully selected to meet the job requirements, 
Formerly, strip metal was cleaned and polished 
by drawing it through steel wool. Better, faster, 
easier work is obtained at less cost by feeding 


the strip metal through a machine equipped with 


Osborn Wire Wheel Brushes, as illustrated. It’s 
good business to use good brushes properly 
matched to job conditions. 

Osborn and the Osborn Distributor in your 
locality can help YOU gain the cost saving 
advantages provided by Osborn Brushes, 


Ask about it! 


How he succeeded in his objectives is 
told in the miniature reproduction of an 
Osborn advertisement on this page. The 
full size advertisement appears in the 


Novemberissues of leading industrial publications. 


Whether it’s a maintenance job or a production 
operation, “Brush Conscious” Salesmen keep 
alert to the brush needs of industry. And back of 
every “Brush Conscious” Salesman is the Osborn 
organization, ready to help him meet the brush 


f gINDUSTRY’S GUIDE TO THE 
~ RIGHT BRUSH FOR THE JOB 


A 


Jt Osa0RN MANUFACTURING COMPANY + 


needs of his customers. Every “Brush Conscious” 
Salesman knows that “Selling the Right Brush 
for the Job BUILDS BIGGER BRUSH BUSINESS.” 


THE Os80RN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e CLEVELAND, OHIO 
Sales Offices: New York e« Detroit e Chicago ¢« San Francisco 
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Moa BENEFIT RESULTED FROM THE 
2™ INDUSTRIAL EXHIBIT STAGED BY THE 
FORT WAYNE PIPE AND SUPPLY COMPANY OF 
FORT WAYNE, INDIANA. 
CE 

NOUNCEMENT WAS MADE OF THE DEATH OF 
GEORGE E. HALL, PRES., THE BOSTON WOVEN 
HOSE & RUBBER CO0.; OF PERCY C. DIER- 
DORFF, OF THE JEFFREY MANUFACTUR- 
ING CO., AND OF GEORGE D. MSILVAINE 
SECRETARY OF THE NATIONAL PIPE & 
SUPPLIES a 

NOUNCEMENT WAS MADE OF THE MERGING 
OF THE DOMESTIC ELECTRIC COMPANY CLEVE- 
LAND, MANUFACTURERS OF FRACTIONAL HORSE 
POWER MOTORS WITH THE BLACK AND DECKER 
MFG. (0. OF TOWSON, MARYLAND. 








nm. HEADED 

A GROUP OF HUNTINGTON 
(WEST-VIRGINIA) PEOPLE WHO 
PURCHASED CONTROL OF THE 
WEST VIRGINIA-KENTU(KY HARDWARE 
AND SUPPLY COMPANY, MR.BECKNER 
BECAME PRESIDENT,WHILE 
DONALD M. KERR WAS MADE 
VICE PRESIDENT. 





















Ten Years Ago IN MILL SUPPLIES 
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“i 
ha SMITH WAS ELEVATED TO THE PRESI- 
DENCY OF THE BOSTON WOVEN HOSE AND RUBBER (OM- 
PANY AND ARTHUR C.KINGSTON WAS ELECTED TO SERVE 
AS VICE PRESIDENT, CONTINUING, AT THE SAME TIME, 
THE ACTIVE DIRECTION OF THE COMPANY’S SALES 
POLICIES. 





T. 
Roromens Lew THE NATIONAL MILL SUPPLY COM- 
FOR THE DIRECTION OF HIS PANY OF FORT WAYNE, INDIANA FIT- 
COMPANY 5 ACTIVITIES WAS NO TED IN THE SALE OF ELECTRICAL 
NOVELTY TO ALLEN H. WARNER SUPPLIES WITH ITS REGULAR SUPPLY 


WHEN, FOLLOWING THE DEATH OF H.B. SHERMAN, HE WAS ELEG \\ BUSINESS, WAS TOLD BY S.A.LEHMAN, 
TED PRESIDENT OF THE H.B.SHERMAN MANUFACTURING COMPANY, \\ PRESIDENT IN AN INTERVIEW 
BATTLE CREEK MICHIGAN; FOR SOME YEARS PREVIOUS, MR,\\ CONDUCTED BY MILL SUPPLIES, 


WARNER HAD BEEN TAKING ON MORE AND MORE DIREC- eo 
TIONAL DUTIES, | / Ae ¥ i 








(ir BALANCES NICELY ! 





























Via 












ly ORDERTO TAKE FULL ADVANTAGE OF AN EXPECTED BUSINESS 
6 IMPROVEMENT, THE PITTSBURGH GAGE AND SUPPLY COMPANY 
(7 STAGED A THREE DAY * GET-TOGETHER” AMONG ITS SALES FORCE 

~ AND DEPARTMENT HEADS, WINDING UP THE AFFAIR BY MASS 
(ATTENDANCE AT A BALL GAME BETWEEN CINCINNATI AND 
PITTSBURGH. “MILL SUPPLIES” REPORTED THE CONFER: 
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You's 


LIGHT WEIGHT 
Easily portable from one 
spot to another; quickly 
installed; controlled with 
one hand. 


HEAVY DUTY 
Designed to stand the 
“gaff” of continuous ex- 
acting hoisting operations. 
Quality built throughout. 


THRIFTY 
Low first cost— then just a 
few cents a day to run. 
Pays for itself in effort 
saved. 


VERSATILE 
Every plant, every depart- 
ment has a spot where 
COMET efficiency is called 
for. 





‘5 COME 









io any lamya socket 


\ 






















e READY to hoist / 


“a -e | 


Coe 






Put an end to those hundred and 
one lifting jobs that tire out work- 





men and cut down efficiency! For 
a minimum investment and at 
slight operating cost, you can have 
electric hoist speed and efficiency. 
The NEW COMET is the answer 
—a hoist that fits into your plant right through from the 
receiving to shipping department. Capacities: 250, 500, 
750 and 1000 lbs. Operates on ordinary light circuit (sin- 
gle phase) or 3 phase power lines. Literature on request. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnon Chain Corp.) 


120 FREMONT AVENUE TONAWANDA, NEW YORK 
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Coast Strike Settled, 
Distribution At Normal 


With surprising suddenness the 
bitter strike which closed 137 ware- 
houses in San Francisco was ended 
last month. Out of the conflict dis- 
tributors emerged with the chief 
point for which they had contended 
—blanket contracts with the unions. 

During the strike, only two of the 
seven industrial-machinery groups 
listed by the distributors’ association 
were forced to close in whole or in 
part. They were the hardware 
group, entirely closed, and the sani- 
tary supplies group, of which two 
firms were closed. The other groups 

chemical, electric, paint, rubber 
and steel—were not seriously affected 
because none had group contracts. 

The new agreement covers a five- 
year period, allowing either CIO or 
AFL to be sole bargaining agent, 
minimum wage of 70 cents per hour, 
no strikes, lockouts or shutdowns. 


i 








Brisk over-the-counter business at 
Pittsburgh Gage & Supply 


At the Cavanaugh Company in 
Youngstown. L. to R.—Charlic 
Houston, Donald Blair, R. B. Seck- 
ler, Wm. Parker, Mary Lambert 
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We're looking around 





\ for a major profit line 
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in industrial rubber 





goods. What's your 
suggestion 7 
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Ask about the HEWITT profitfranchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS @© PACKING 
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West Speaks Before 
Purchasing Agents 


J. H. West, purchasing agent for 
the McJunkin Supply Co., Charles- 
ton, W. Va., was the speaker of the 
evening at the October meeting of 
the Tri-State Purchasing Agents As- 
sociation at the Kanawha Hotel in 
Charleston. Mr. West’s subject was, 
“Pp 


suying for Resale.” 


Nelson Co. Opens 
New Branch Office 


Announcement has been made by 
Leo J Bachle, president of the N. O. 


Nelson Co., St. Louis, Mo., of the 


opening of a new branch office and 
warehouse at 308 Mulberry St., Jef- 
ferson City, Mo. 








—— 


Hagerty Brothers Co., Peoria, Ill., 
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Two birds with one 
stone: Plywood panel 
doors cover up un- 
attractive shelving 
and provide a dis- 
play board for port- 
able electric tools at 


C. H. Tiebout & 
Sons in Brooklyn, 
N. Y. 


This striking window 
display, staged by 
Towner Hardware 
Co., Muskegon, 
Mich., in coopera- 
tion with the Dodge 
Mfg. Corp., received 
much local attention 
and a newspaper 
writeup 


Arizona-mined co p- 
per products went 
into the making of 
this copper pipe and 
valve display of 
items sold by Albert 
Steinfeld & Co., 
Tucson, Arizona, to 
a local laundry 
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evidence of the firm's progress 
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Change in Date 
for Southern Meeting 


The southwestern district meeting 
of the Southern Supply and Ma- 
chinery Distributors’ Association has 
been shifted to Nov. 18-19. The 
meeting will be held in the Washing- 
ton-Youree Hotel, Shreveport, La. 

The Atlanta district meeting will 
be held on the dates originally set, 
Nov. 11-12, at the Atlanta-Biltmore 
Hotel, Atlanta, Ga. An executive 
committee will take place in Atlanta, 
on the tenth of November. 


William H. Taylor & Co. 
Holds Industrial Show 


Featuring displays and demonstra- 
tions by various manufacturers they 
represent, an industrial show held 
by William H. Taylor & Co., Allen- 
town, Pa., on Nov. 1-5, was acclaimed 
a great success by all who attended. 

During the five days of the show, 
representatives of the companies ex- 
hibiting were on hand to interest 
visitors in the firm’s products. Nu- 


merious factory men and buyers in 
the Allentown area attended. 
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recently dug up a photo of their place in 1910 which, contrasted with a modern view, gives sound 
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YALE” 
Fr & TOWNE MANUFACTURING 


PHILADELPHIA DIVISION , 


| 


THE YAL 





— 
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MATERIALS HANDLING EQUIPMENT 


To Yale Distributors 


Every where 
‘Round she world 


Mr. pistributor: 
Meet the cable Kine ~ the new wire rope electric 
multitude of sales opportunities: 


noist that prings t° gistrioutor® a 
It's the newest gadition to the Yale line - 2 lusty 
And we mean & ° 


infent that will sey it with sales- 
King prings you an exclusive selling 
It's the only electric 
at oO erates OD 


+ne noist +h Pp 


get the complete story on the cable King- 


Be sure to 
¢ there ever was one! 


les stimuletor . 


Very 4ruly yours, 


a NO: TOWNE MFG. CO. 














SATISFIED CUSTOMERS 





The new ‘‘Pyrex"’ Broad Red Line Gauge Glass is easier to read because from what- 
ever angle it is observed, the broader red line makes visibility of the fluid level greater. 
It is possible to illuminate it more effectively from the rear because of the transparent 


red line. It is safer because it is easier to read fluid levels at a greater distance. 


The broad red line is permanent, being fused directly to the wall of the gauge glass 
itself. It retains all the features of standard ‘‘Pyrex’’ Gauge Glasses. It is obtainable 
in all sizes without waiting. You can furnish standard sizes from stock or cut odd 
lengths yourself to fit particular requirements. Complete instructions for cutting will 
be furnished you with every order. 


Write topay for complete information and, in case you haven't yet received your rREE 
Sample of the new ‘‘Pyrex’’ Broad Red Line Gauge Glass, ask that one be included. 





IOXGAUGE GLASSES 


mm CORNING GLASS WORKS. CORNING, 1.¥. 


“PYREX"”’ is a registered trade-mark and indicates manufacture by Corning Glass Works. 
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Every sale you make of the new “Pyrex” Broad 
Red Line Gauge Glass means another satisfied 














customer... a customer who will return to 
you for replacements and for additional gauge 
glasses and who, by his enthusiasm, will help 
you sell more gauge glasses. 








It is easier to read. The broad red line 
makes visibility of the fluid level greater 
from every angle. 





Re 
- =" 


Visibility is further increased by illumi- 
nating the transparent red line from the 


rear. 








CUTTING ODD LENGTHS 


Now you can furnish odd lengths cut 

from stock for that occasional pick-up 

order. Complete cutting instructions 
make it possible. 
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_100 = Average Month ves, 1923-1925 | 


SUPPLY SALES 


September’s war scare, which practically froze activity in 
many lines of business, had little retarding effect on dis- 
The MILL SUPPLIES Sales Indicator 


slipped off only slightly to 84.4. Western and Pacific Coast 


tributor volume. 
sections showed generous gains, while there was no change 
in the Mid-West. Dollar value slipped 68 cents to $15.12, 
While orders per working day rose to 95. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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PACIFIC COAST STATES 
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When planes fly the Atlantic on schedule 
Bethlehem steels will be used 


Buyers of Bethlehem wire rope, bolts and nuts, sheets and other products can always be sure of their 
unvarying high quality. Back of each one are the experience and full resources of a company which has for 
many years been unceasing in its efforts to improve the quality of its products. 


For example, when the Boeing Clipper, newest ship for Pan-American Airways, starts scheduled service 
across the Atlantic, she'll be powered by four Wright Cyclone engines of 1500 horsepower each. And in 
these engines like those of the Pacific Clippers, are cylinders forged of Bethlehem alloy steel. 


Bethlehem alloy steels have long been closely connected with aviation’s pace-setters. They were used 
for the connecting rods, the cam, and the rocker arms of Lindbergh’s Spirit of St. Louis. They fly in 
engines of most big transports — to South America in Clippers, across the country in Mainliners, Flag- 
ships, Sky Chiefs and others. And they will be found in the engines of the new, larger Douglas DC-4. 


The high quality of Bethlehem Alloy Steels, demonstrated by their widespread acceptance by leaders 


in the field of aviation, is typical of all Bethlehem products. The name itself has come to mean quality to 
every type of steel consumer. 


When you handle materials made by Bethlehem, you can be sure — and your customers can be sure — 
that you are selling a sound, reliable product. 


Every month hundreds of thousands of advertising These and other products are made by Bethlehem for 
pages tell tens of thousands of mill-supply customers mill-supply wholesalers. We will be glad to tell you 
about Bethlehem steels. These advertisements help you about jobber arrangements that can be made. Write 
sell by keeping Bethlehem’s name before steel users. Bethlehem Steel Company, Bethlehem, Pennsylvania. 
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$280 LUBRICATION POINTS 
YET EVERY ONE SAFEGUARDED BY PERIODIC 


See what an easy job it is to lubri- 
cate anti-friction bearings on this 
giant Matthews Coil Conveyor, 
using an Alemite 6700 Power 
Gun to force lubricant direct 
from original drum into bearing! 





ALEMITE BARREL PUMP 
(Model 6700) 


For Volume Delivery with High Pres- 
sure. Air-operated unit; pumps lubri- 
cant direct from 400-Ib. drums. Ideal 
for assembly line lubrication, convey- 
ors, large bearings, and gear housings. 
Available in various piston ratios. 
Operates on 75 to 175 Ibs. of air. De- 
livers 6 to 15 lbs. per minute at pres- 
sures from 600 to 6,000 Ibs. per sq. 
in., depending on piston ratio and air 
pressure 





ALEMITE HELICOID PUMP 
( Model 6667) 


Pumps Heavy Lubricant. Fits open 
head 100-lb. drum; delivers heavy 
fibrous lubricant at pressure 33 times 
available air pressure (100 to 200 Ibs.) 
Agitator at bottom brings lubricant to 
helicoid or spiral in center column, 
whence it is drawn into high pressure 
chamber. 
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ALEMITE MEASURING PUMP 
(Model 6433) 


Alemite Measuring Pumps are avail- 
able in two sizes, Model 6432 deliver- 
ing up to 6 oz., and Model 6433 up to 
16 oz. of lubricant per “shot'’— amount 
determined in advance by setting screw 
handle at top of pump. Both models 
operate by hand or foot valve. Both fit 
into bung of 400-Ib. drum, operating 
on 70 to 100 Ibs. of air. 





ALEMITE “ROCK CRUSHER” 


(Model 6528) 


Air-operated Alemite Power Gun; 
easily handles heavy lubricants at pres- 
sures 33 times air pressure (LOO to 
200 Ibs.) Helix arm and worm in tank 
pulls lubricant into high pressure cyl- 
inder for positive prime and freedom 
from air pockets. Capacity, 40 Ibs. 
Electric “Rock Crusher,” Model 6524, 


also available. 

















YOUR CUSTOMERS NEED THESE 
ALEMITE POWER GUNS 


Atemr1 E POWER GUNS area potential 
source of vastly increased earnings for you! 
Whether you're calling on a big industry like 
this great eastern steel mill, or a smaller manu- 
facturer, the investment in equipment is of major 
importance. And one way for your customer to 
be sure of adequate lubrication is to use Alemite 
Power Guns to force lubricant into bearings. 

Power lubrication with Alemite Power Guns 
is a safeguard for expensive machinery. It en- 
courages the periodic lubrication of every bear- 
ing, because it makes the job easy. It keeps lu- 
bricants clean and free from contamination. It 
guards against breakdowns and production de- 
lays—results of bearing failures often traced to 
less positive lubrication. It cuts lubrication costs 
by saving lubrication time. 

Master the selling points of these important 
Alemite Power Guns, and make them boost 
your earnings this season! 


ALEMITE—A Division of Stewart-Warner Corp. 
1886 Diversey Parkway, Chicago, Illinois 
Stewart-W arner-Alemite Corp. of Canada, Ltd., Belleville, Ont 


ALEMITE 


S PAT 



















WORLD’S LARGEST MANUFACTURER 
OF LUBRICATION EQUIPMENT 
Enjoy Horace Heidt and his Alemite Brigadiers every 


Sunday evening, NBC Coast-to-Coast Network. See 
local papers for time of broadcast. 






MILL SUPPLIES @ NOVEMBER 1938 














ial 
ru! 
ke 
lu- 
jor 
to 
ite 
ns 
ar- 
lu- 


It 


to 
Sts 


int 
St 


rp. 


Int 








UMI 


Genial Charlie Tope (left), Cleveland 
Twist Drill Co., points out some of the 
features of one of his twist drills to 
Roy Fowler, chief price clerk, Franklin 
Hardware Co., New York City 


Simonds Saw 
Opens New Plant 


The directors of the Simonds Saw 
and Steel Co. recently decided to 
proceed at once to move into its new 
windowless plant at Fitchburg, Mass. 
The company built this plant in 
1931 but did not attempt to move into 
it then on account of severe busi- 
ness depression. Moving and instal- 
lation of machinery will require 
from eight to twelve months. 

The plant covers almost five acres 
and is all on one floor. There are 
no partitions whatever in the plant. 
The plant is completely air-condi- 
tioned. It will be illuminated with 
special lights which were originally 
developed for this plant and which 
will give a uniform light intensity 
of twenty foot-candles on the work- 
ing plane. Products to be manufac- 
tured by Simonds in this new fac- 
tory include industrial saws of all 
kinds for cutting wood or metal, ma- 
chine knives, files and hack saws. 


Experienced Supply Man 
Now Available 


It has come to the attention of 
Mi. Suppiies that a man who has 
had twenty years’ experience in the 
industrial sales field is seeking a 
connection. He is a very capable 
sales and market analyst with prov- 
en success in sales planning, and 
has been highly recommended. MILL 
SUPPLIES will be glad to furnish de- 
tails to any distributor who needs a 
good man of this type. 


Warner Heads Buhl 
Sons Electrical Dep't 


E. L. Warner recently became 
manager of the electrical depart- 
ment of Buhl Sons, Detroit, Mich. 
Mr. Warner has had many years’ ex- 
perience in various phases of the in- 
dustrial supply business. 

















INDUSTRIAL SALES LEADERS . . 
* 


CAPITAL “RED CAP” 


BROOMS AND 
FLOOR SWEEPS 


NTERPRISING distributors 

are experiencing volume 
business and worthwhile prof- 
its by selling the CAPITAL 
“RED CAP” line of Industrial 
Brushes and Brooms. 













This line gives the distributor 
and his salesmen easy entree 
into all classes of industrial 
activity. It helps to insure 
good, profitable repeat sales. 


If you want greater returns on 
your Industrial Brush and 
Broom business push the 
CAPITAL “RED CAP” line. 


INDUSTRIAL FIBRE BROOM 


Strengest and most. substantial 
broom on the market for sweep- 
ing industrial plants of all kinds. 


The fibre is cemented, nailed, then 
riveted into a metal cap. 


Sewed with special cablelaid 
twine. Straight hardwood handle. 


Comes in medium, coarse, or fine 
fibre. 


FACTORY FLOOR BRUSH 


Made of Tampico—center 
of stiff imported fibre 
which loosens dirt while 
softer Tampico Fibre 
sweeps clean. Adapted 
for all kinds of floors 
except dirt and especi- 
ally suited for sweeping 
oil or grease. Each brush 
packed in separate car- 
ton. 
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Correction! We erred last month in 
spelling the name of the gentleman on 
the left. It's G. C. Miller, president of 
: the Dodge Mfg. Co. and with him 
dressed in the latest woodsman's fash- 


| American Hand Trucks Step Up Payroll 9" ©“ sssri.cr"" " 


LEGAL NOTICE 


i i y D E 
1c1enc an ut own xpense STATEMENT ‘OF THE OWNE RSHIP. M. ANAG EME NT, 


| CIRCULATION, ETC., REQUIRED BY THE 
| ACTS OF CONGRESS OF AUGUST 24 
































. ° 1912, AND MARCH 38, 1933 
Your customers get more for their payroll dollar when their | Of Mill Supplies, published monthly and semi-monthiy 
. in December, at Albany, N. Y., for October 1, 1938 
men are using American Pressed Steel Hand Trucks. County of New York (sg 
State of ew or ? . 
Precision built wheels and scientifically balanced frames of county aforesaid, personally appeared D1 a 
. a ° ° ° rho, ing bee duly swe co zy to li deposes 
light tough steel combine to provide easier rolling and faster and. avs ‘that he is the Secretary of the McGraw Til 
*ublishing Company, publishers of Mi Supplies, ane 
; oe ; hd ; _ hat the following is, to the best of his knowledge and 
handling of loads. Americans automatically step up pro belt, a true’ stateme A. of the ownership. csacnpellrae 
. _ . ny; t tio t of the 
duction and payroll efficiency, because men can handle their es ne a See. a. tee 
, 3 caption, required by the Act of August 24, 1912. as 
jobs faster and with less effort. They cut down expense because amended by the Act of March. 3. 1933, embodied in 


- section 537, Postal Laws and Regulations, printed on 
their construction practically eliminates the need for repairs. Re rerenee of Gls Sem. 0 we: 


1. That the names and addresses of the publisher, 


on A o , . editor, managing editor, and business managers are 
Americans” are standard equipment throughout the entire Fublicher, McGraw Hill Publishing Company. Ine.. 538 
plants of many of America’s largest manufacturers and they Editor, none.” Business Manager. James A. Channon 
have won this position strictly on the basis of performance. nica eaten (it ammo, 
Americans” sell easier because they perform better and save laa or holding one er cunt er" se af tor: 


=e If 1 owned La a corporation, te names “ 

addresses 0 he dus owners s Pp give 
money. Be sure you can supply your customers. pots by a on joe ggllggee od nn ln a eine 
cern, its mame and address, as well as those of each 
individual ‘member, must be given.) McGraw i. er: 

AMERICAN TESTED RUBBER Se eT oe 
Stoe icholders ot which are: " James H. McGraw. N30 West 
42nd St. N 7, € james H. MeG — Jr., 330 

L TRUCK WHEELS iodine ar sat “tutta We etna 

TIRED INDU STRIA McGraw. Jr . and Curtis W. MeGraw, “Trustees for 
pore w ong ~~: i H. Bae ng *. Donald © 
: : x eGraw urtis cGraw; urtis raw 330 
Here are wheels with hub and face dimensions carefully West 42nd St. N.Y, C. Donald C. McGraw. 330 Wea 
e gus y 7 est mi 
machined and designed to meet load specifications. a. _¥ nina i Wn Gand ies Ge a 
’ . - - J. Malcolm Muir and Guaranty Trust Co. of New York 
They guarantee silent operation and genuine floor protection, FN. Weatherby, S71 Clinton Road. Brookline Mass 


yet actual tests prove that they require less ‘pull’ than plain “) <. a hee ee 


known bondholders, mortgagees, and other 

security holders owning or holding 1 per cent or more of 

tread wheels. total amount of bonds, mortgages, or other securities 
are (If there are none, so state.) None 















4. That the two paragraphs next above, giving the 


| 
| 
| THE AMERICAN PULLEY COMPANY iP'ans.. contain not" oniy the ist ‘of stoekholders and 









security holders as they appear upon the books o 


4200 Wissahickon Avenue « Dept. No. 3,- Philadelphia, Penna. ee ee ae Se Be eee & 


security holder appears upon the books of the company 





as trustee or in any other fiduciary relation, the name ¢ 
the person or corporation for whom such trustee is ac t- 
inz, is given; also that the said two paragraphs contain 









statements embracing affiant’s full knowledge and belief 


as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
j upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner; and this afflant has no reason to _ believe 
i] that any other person, association, or corporation has 
1 anv interest direct or indirect in the said stock, bonds 
} or other securities than as so stated by him 
| T 










hat the average number of copies of each issue of 
this publication sold or distributed, through the mails 
or otherwise, to paid subscribers during the twel 
months preceding the date shown above is. (This infor 
mation is required from daily publications only.) 






PRESSED STEE 





D. C. MeGRAW, Secretar 
McGRAW-HILL PUBLISHING COMPANY, INé 


Sworn to and subscribed befcre me this 26th day of 
September, 1938 
[SEAL] H. E. BEIRNI 
Notary Public, Nassau County. Clk’s No, &4. N. Y 
‘lk’s No. 98. Reg, No. 0-B-90 


(My commission expires March 30, 1940) 
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Here is the TRUTH 
BOUT CORD BELTS 


—«a sales story only Goodyear 
distributors can tell! 
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lanacing HE truly sensational success _ twisting action of the cord tends 

act ‘he the Goodyear COMPASS to cause the belt to run off the 

sn Cord transmission belt in solving pulleys. In old-fashioned rope 

ren “i industry’s most difficult belting drives this was overcome by using _|ife. That is why COMPASS belts 
il Pub. problems has led to many imita- __ grooved pulleys. run from two to five times longer 
:. Wes tions seeking to capitalize onthe Jy the Goodyear COMPASS this on hardest drives. 
i gs oe ae torque is neutralized by alternat- Jy no other cord belt do you get 
3 West But what makes the Goodyear _ ing the twist in both the heavy — yhis balanced construction that 
a COMPASS the truest-running, most carcass cords and the warp threads insures true-running, high flex- 
ami nearly stretchless belt on the of the cover as shown in the life and long service under most 
1d. other market — what gives it such ex- diagram above. This balanced —gifficult conditions. That is why 
curtis ceptionally high flex-life and patented construction keeps a Goodyear COMPASS far outsells 
holders long wear — is its fully patented COMPASS running true. any other cord belt. If you are 
+t: BALANCED construction thatno _{y addition, it permits Goodyear _ not a Goodyear distributor, why 
nae other belt manufacturer can to use larger, stronger cord,elim- _not see if your territory is open? 
debi employ! inating fabric plies entirely in the | Write Mechanical Goods Sales 
a Stock In any cord, or rope belt the carcass, and making a thinner, Department, Goodyear, Akron, 
iy ewe natural torque or stronger belt with far higher flex- | Ohio, or Los Angeles, California. 
— BELTS 

sails MOLDED GOODS THE GREATEST NAME IN RUBBER 

— HOSE 

[Nt PACKING 

da Made by the makers of 

RNI Goodyear Tires 

ee 


MILL SUPPLIES © NOVEMBER 1938 


















48 






Yes Sir!! 
RED 
TANG 
FILES 


—sell easily not just be- 
cause they are so bril- 
liantly trademarked,— 
that helps a lot—but, 
because they have the 
metal cutting teeth that 
put them at the top of 
first quality files. 


We sell through 
selected distributors. If 
you are in an open terri- 
tory write for our Dis- 
tributors Plan. 


SIMONDS 


SAW AND STEEL CoO. 


Established 1832 
FITCHBURG, MASS. 
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Continental Supply Co. 
“Always On the Job" 
With some fifty supply houses 


located throughout the mid-conti- 
nent field, Continental Supply Co., 





Here's Continental Supply Co's new 

building at Houma, La., with a full line 

of high-class equipment and supplies 

downstairs and modern apartments for 
the folks" upstairs 


Dallas, Texas, is just about every- 
where where there is drilling go- 
ing on. 

“The Yellow Strand,” a monthly 
publication of the Broderick & Bas- 
com Rope Co., St. Louis, recently 
devoted a page to this large organ- 
ization. 

Continental employees have 
earned the statement of being al- 
ways on the job for in many of its 
branches are living quarters for the 
staff, who realize that when there 
is an oil boom, drilling supplies and 
equipment are wanted in a hurry. 


Swank Hardware, Johnstown, 
Reorganizes after 76 years 


The Swank Hardware Company, 
Johnstown, Pa., which was estab- 
lished in 1862, has announced the 
changes in personnel resulting from 
their recent reorganization. 

Louis A. Wuench, former purchas- 
ing agent, has returned, after four 
years, as general manager of whole- 
sale sales. Francis J. Wass, also 
a former employee, is manager of 
the paint and glass division. D. W. 
Heim, former manager of the Meyer- 
dale branch, is manager of retail 
sales. James E. Kennedy is credit 
manager. W. C. Lambert is manager 
of the merged plumbing and electric 
supply departments. 

The present organization consists 
of 136 employees. 


McNevin of Chicago Now 
With Pulver Supply Co. 


A. MeNevin, former president and 
genl. mgr. of the MeNiven Supply 
Co., which recently went out of busi- 
ness after 34 years in the supply 
field, has joined the sales organiza- 
tion of the Pulver Machinists Sup- 
ply Co. of Chicago. 

Joseph M. Berg, Pulver secretary, 
and Mrs. Berg have just returned 
from an extended European trip. 
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CHECK THESE ABRASIVES 
FOR THE SOLUTION OF 


YOUR CUSTOMERS’ 
PROBLEMS IN 
SANDING 





LIGHTNING LIGHTNING 


METALITE CLOTH ADALOX PAPER, CLOTH 
Sheets and Handy Rolls and COMBINATION 

(For hand sanding metal) (For sanding hard woods) 
METALITE CLOTH GARNET PAPER, CLOTH 
Rolls, Bands, Belts and Discs and COMBINATION 

(For machine sanding on metal) (For general wood sanding) 
METALITE FIBRE DURITE PAPER 
COMBINATION Discs (For leather, composition 


. . and painting materials) 
(For portable disc sanders) P 6 


WATERPROOF PAPER DURITE CLOTH 
(For lacquer, enamel and (For glass, porcelain, tile, slate 
other painting materials) and other friable materials) 





Maximum Minimum 


CUT 2 COST 


REMEMBER— There isn’t a single sandpaper 
item for industrial use on metal, wood, leather, 
glass, composition or paint materials your cus- 
tomers can possibly ask for that we, through 
you, are not ready to furnish prompily. 


Quality Abrasives Since 1872 





MS-118 


BEHR-MANNING 


DIVISION OF NORTON COMPANY) 


TROY, N. Y. and 15 BRANCHES 
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At the conclusion of Riechman-Crosby 
Co.'s two-day sales conference, good-byes 
are said. (left to right): Walter Knapp, 
southern representative Henry Disston & 
Sons, T. C. Guinee, secretary, Riechman- 
Crosby Co., Richard Alcott, vice-pres., 
and Walter Gebhart, sales manager 
Henry-Disston & Sons, who spoke at the 
conference on the opening day 


Riechman-Crosby Holds 
First Sales Conference 

Featuring talks by various manu- 
facturers’ representatives, the Riech- 
man-Crosby Co., Memphis, Tenn., 
held its first sales conference of the 
year October 14-15. 

Walter Gebhart, sales manager, 
Henry Disston & Sons, opened the 
conference. He discussed the “Old 
and New in Organizations”. “Ten 
years ago, very definite plans were 
laid and these plans are maturing 
now,” he said. “Out of the old has 
come the new, and there is an at- 
mosphere of progress in industry, 
and this progress is not in a state 
of confusion.” 

The second day was devoted to 
manufacturers’ lines. A speaker for 
the American Stock Gear Co., was 
Warren J. Kilburn, Chicago. F. H. 
Bigelow, ILG Electric Ventilating 
Co., talked on “Effective Heating”, 
and E. K. Higginbottom of BullDog 
Electric Products Co., Detroit, Mich., 
showed a motion picture of the plant 
and products. 

The sales conference was con- 
cluded by a general discussion 
headed by Richard Alcott. 

“Our first sales conference of the 
year did a great deal to inspire and 
encourage our sales force”, stated 
Alcott. “We will have these sales 
meetings throughout the Winter, and 
we have found them productive of 
increased business.” 





J. L. Singleton to Denver Job 


Allis-Chalmers has appointed J. 
L. Singleton to be manager of their 
Denver district office. 
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OVER LONG PERIODS 


Here's one outstanding reason why Atkins Blue-End Hack- 
saw Blades are easy to sell... why trial orders win steady 
customers. When fast, continuous performance is vital to 
production schedules and costs, Atkins Blue-Ends are indis- 
pensable. On job after job they have demonstrated their 
matchless performance on any metal that can be cut by a 
hacksaw ... their ability to cut economically and rapidly 
many metals other blades will not touch. 


When you sell Blue-Ends you need not ask your customers 
to take your “say-so” for their superiority. They are guar- 
anteed to cut more metal than any other blade. Talk the 
extra production and cost savings Blue-Ends assure... 
and watch your hacksaw blade sales climb. 


E. C. ATKINS AND COMPANY 


420 S. ILLINOIS ST. . INDIANAPOLIS, IND. 
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CERTIFIED SAWS, SAW TOOLS, 
MACHINE KNIVES, ETC. 
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pipe threading... 


Quick Profits in Selling 


Rugged new RI@Mib No. 65-R All-Steel-Malleable-Alloy Die 
Stock, with drop-forged hardened tool-steel cam plate, 
threads 4 sizes of pipe with 1 set of chaser dies. Your 
choice of 2 new mistake-proof workholders. 


New strength and durability throughout. Quick automatic setting 
to size saves time and loss of chasers. Two speedy workholders, 
both practically automatic—no bushings. Buyers everywhere are 
giving this new modern super-efhcient tool enthusiastic acceptance. 


Write at once for new literature and prices. 


— 

Neu Riga(iD> 

No. 65-RP with 

plate type u ork- 
bolder. 


—> 
New RIZAID 
No. 65-RC with 
cam type work- 
holder. 


THE RIDGE TOOL CO., ELYRIA, OHIO 
Fe Gelb PIPe TOOLS 
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This picture taken by R. W. Ray of 

Hunter & Havens, Inc., Hartford, Conn., 

shows the firm's truck loaded down with 

wire rope ready to make deliveries right 

after the hurricane and flood had swept 
through the city 


Distributors Issue 
New Supply Catalogs 


Barclay, Ayers & Bertsch Com- 
pany, Grand Rapids, Mich., has 
issued a new 352 page catalog of in- 
dustrial supplies and equipment. 

J. E. Haseltine Company, Port- 
land, Ore., has issued their new 
catalog (No. 38), containing 352 
pages of mill and shop supplies, 
welding equipment, heavy hardware, 
ete. In addition they have issued a 
separate welding supplies and equip- 
ment catalog reflecting their stocks 
at Portland, Tacoma and Spokane. 

Joplin Supply Company, Joplin, 
Mo., has issued two new catalogs. 
Catalog No. 40 covers industrial and 
mill supplies, while catalog “P” cov- 
ers plumbing and heating supplies. 

Ellis W. Morse Company, Bing- 
hamton, N. Y., has just issued cata- 
log No. 36, with over 250 pages of 
mill supplies. 

N. O. Nelson Company, St. Louis, 
Mo., has two new catalogs—one cov- 
ering industrial supplies; the other 
a general catalog covering a com- 
plete line of plumbing and heating. 

Page Belting Company, Concord, 
N. H., has put out a new catalog 
(“B”) of 450 pages. It contains 
their mill supplies, steam and plumb- 
ing lines as well as belting and 
leather specialties of their own make. 

Taylor Iron Works and Supply 
Company, Macon, Ga., has a special 
illustrated section in their new 320 
page supply and equipment catalog. 


New Orleans Company 
Adds Electrical Line 


Marine Specialty and Mill Supply 
Co., New Orleans, has just taken on 
a complete line of electrical supplies. 
S. B. Swift, who has had 30 years’ 
experience as_ electrical salesman 
and executive will be in charge of 
the new department. 
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STRAIGHT 
COURSE 


With vigorous illustrations 
and spirited copy, Dayton 
Cog-Belt advertising in 
leading industrial maga- 
zines follows a straight 
course to the attention and 
interest of transmission 
equipment buyers. 
‘ssing Dayton’s out- 
ng patented features 
and Dayton’s money-saving 
operating advantages, this 
advertising is backed by 
effective merchandising 
assistance for distributors. 
The result of this great 
combination of a superior 
product and aggressive pro- 
motion is increasing volume 


for Dayton distributors. 


THE DAYTON RUBBER 
MFG.CO., DAYTON, OHIO. 














THE BILLINGS & SPENCER CO. 








Smart Packaging— 
distinctively BILLINGS 


yf 


DISTRIBUTORS: 


If the Billings Selective 
Distributor Sales Policy has 
not been fully explained 
to you—WRITE TODAY! 
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To assure all Billings Forged Tools being received 
by Billings Distributors and Customers in good con- 
dition as to finish, and being kept so prior to use, 
they are packed in New huskier, sturdily constructed 
boxes made of heavy-weight fibreboard and rein- 
forced with black metal corners. New Labels too— 
with complete information as to contents, easily 
read at a distance. Distinct advantage to stock 
clerks. 

The New Boxes have a unique over-all design, printed in 
black on an aftractive yellow background, showing the 
various Tools in the Billings line—distinctively Billings. The 


interior of the New Boxes is finished in a brilliant orange 
color effectively displaying the Tools. 


New Labels—printed on yellow paper identifying Billings 
Carbon Steel Wrenches and Tools and on green paper 
for all Billings Vitalloy Tools. 


Envelopes, plainiy marked with class numbers, further 
assist in bringing Billings Forged Tools in good condition 
to Distributors and users. 


Modern Packaging—another Billings sales builder 
for progressive Distributors who want and are en- 
titled to the kind of a Selective Distributor Sales 
Policy Billings offer. 


mS 


COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS ond DIE MAKING MACHINERY 
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HARTFORD, CONNECTICUT, U.S. A. 


NEW LINES 
faken on by 


Distributors 


SmitH & K.eses, New Britain, 
CONN., is now a distributor of two- 
groove steel V-pulleys manufac- 
tured by the Maurey Mfg. Co. 


V. B. ANDERSON Co., Los ANGELES, 
CaL., CHICAGO TuBE & IRON Co., 
CHICAGO, FARQUHAR MACHINERY 
Co., JACKSONVILLE, FLA., FULTON 
Suppty Co., ATLANTA, GA., GRAM- 
MER, DEMPSEY & HupsoN, NEw- 
ARK, N. J., GRAND RAPIDS SUPPLY 
Co., GRAND Rapips, MICH., ALBERT 
W. RotH, Kansas City, Mo., 
STANDARD SupPLY & HARDWARE 
Co., New ORLEANS, La., and 
WELDERS SuppPLy Co., Houston, 
TEXAS, have recently been ap- 
pointed distributors of Murex 
heavy coated electrodes by Metal 
& Thermit Corp., New York. 


BoyYKIN Too, & SuppLy Co., ATLAN- 
TA, GA., is now stocking products 
of the Plomb Tool Co. 


KASPER & KOETZLE, INC., BROOKLYN, 
N. Y., has taken on the Harnisch- 
feger line of P. H. welders and 
equipment. 


JOHN E. LIVINGSTONE Co., DETROIT, 
MICH., has been appointed a dis- 
tributor for Robbins & Myers, Inc. 


R. S. Mars Co., DULUTH, MINN., will 
represent the Pettibone Mulliken 
Corp. in the state of Minnesota, 
the upper peninsula of Michigan 
and the northern portion of Wis- 
consin. 


PyE-BARKER SUPPLY Co., ATLANTA, 
Ga., is now stocking Bond speed 
reducers and flexible couplings, 
Plews textile oilers and Westing- 
house lamps. 


BUHL Sons Co., DETROIT, MICH., is 
now handling products of the Yan- 
kee Fiber Tile Mfg. Co. 


WHITE Suppty Co., WATERBURY, 
CONN., is now an exclusive agent 
of American Swiss files. 


KASPER & KOETZLE, INC., BROOKLYN, 
N. Y., has just been appointed a 
distributor for the American Stock 
Gear Co. 


CAREY MACHINERY & SwuppLy Co., 
BALTIMORE, MD., is now a distrib- 
utor for the Crescent Machine Co., 
of Leetonia, Ohio. 


TopPING Bros., NEw York City, is 





LIN, 
wo- 


ac. 


me, 
ERY 
TON 
\M- 


PLY 
ERT 
lo., 
ARE 
ind 
ON, 
Ap- 
rex 
tal 


\N- 
cts 


YN, 


nd 


IT, 
lis- 
ne. 


vill 
en 
ta, 
an 


TA, 


g8, 
g- 


is 
n- 


RY, 
nt 












POWER 


to Build Big Sales with this little HOLGUN! 


Van Dorn’s great new HOLGUN 
will make your selling job easier. 
You’ll find an instant acceptance 
for this marvelous new % inch drill 
everywhere. 


This new HOLGUN looks small 
and it is small—only 6°%4 inches 
overall— weighs but 2%4 pounds. 
Yet there’s nothing dainty about 
its power and rugged construction. 


Made to the traditional Quality 
standards of all Van Dorn fine 





— 
THE “RED-HEADED” 
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tools, HOLGUN will give peak 
performance in heavy duty produc- 
tion or general purpose service. 
With its ideal proportions and per- 
fect balance, HOLGUN is partic- 
ularly effective for faster, easier 
handling under all operating con- 


ditions. 

HOLGUN sells itself on sight! 
So get behind this brand new item 
—and see sales soar! The Van Dorn 
Electric Tool Co., 717 Joppa Road, 
T owson, Md. iv. of Biack & Decker Mtg. Co.) 
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You can 
always sell 


another Van Dorn 


Power Tool 
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Bench Grinders 





Portable Electric Shears 


PORTABLE ELECTRIC TOOLS 
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3 Guaranteed to Equal any Hack- 
saw Blade Made Today, on Any 
Job, Any Time, Any Place. 


Cut for Cut, Blade for Blade, 
"THE WOLVES OF LENOX" 
Quality and Uniformity More 
Than Hold Their Own. 
The Complete Line 
“HIGH SPEED” 
"MO-SPEED" 
“TUNGSTEN” 
“SUPER-FLEX" 
You BUILD Your PROFITS and 


§ PRESTIGE When You SELL 
LENOX WOLVES. 


AMERICAN SAW & MFG. CO. 


Springfield, Mass. 
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now handling products of the 
Walker-Turner Co. 


McJUNKIN Suppty Co., CHARLES- 
TON, W. VA., is now stocking prod- 
ucts of the Federated Metals Di- 
vision of the American Smelting 


& Refining Co. 


BARRETT HARDWARE CoO., JOLIET, ILL., 
has taken on a new line of A. C. 
welders manufactured by the Mar- 
quette Mfg. Co. 


MANUFACTURER’S SUPPLY Co., GRAND 
RaPips, MICH., is now a distribu- 
tor for the Black & Decker Mfg. 
Co. 


| F. E. SATTERLEE Co., MINNEAPOLIS, 


MINN., has just been appointed a 
distributor for the Alco Tool Co., 
and the Rothlan Corp. 


HORTON MACHINE Works, INC., EL- 
MIRA, N. Y., is now handling the 
Yates American Machine Co.’s line 
of tools. 


SINTES SALES ENGINEERS, NEW OR- 
LEANS, LA., is now a sales repre- 
sentative of Sprout, Waldron & 
Co., Muncy, Pa. 


LEWIS SUPPLY Co., MEMPHIS, TENN., 
is now handling products of the 
Marquette Mfg. Co. and the Amer- 
ican Serew Co. 


| THE ULRICH Suppty Co., KANSAS 


City, Mo., is now distributing elec- 
tric chain hoists manufactured by 
the Shaw-Box Crane & Hoist Di- 
vision of Manning, Maxwell & 
Moore, Ine. 


THE INDIANAPOLIS MACHINERY & 
SuppPLy Co., INC., INDIANAPOLIS, 
IND., has been appointed distribu- 
tor of the complete line of New 
York Belting & Packing Co.’s me- 
chanical rubber goods. 


RIECHMAN-CRosBY Co., MEMPHIS, 
TENN., has been appointed a dis- 
tributor for the Indianapolis Brush 
& Broom Co., and the American 
Stock Gear Co. 


OLMSTEAD-FLINT Corp., CAMBRIDGE, 
MAss., has taken on the industrial 
rubber products line of the Ther- 
moid Co. 


Harris Pump & Suppty Co., Pitts- 
BURGH, PA., is now stocking prod- 
ucts of the Pioneer Engineering 


& Mfg. Co. 


KNOXVILLE BELTING & SUPPLY Co., 
KNOXVILLE, TENN.; JOSEPH. A. 
Coy, TULSA, OKLA.; CHANDLER- 
Boyp Co., PITTSBURGH; Root, 
NEAL & Co., BUFFALO, N. Y., and 
Bonp Suppty Co., KALAMAZOO, 
MICH., are now stocking products 
of Yarnall-Waring Co. 
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Wo =) AMERICAN CHAIN & CABLE 
WZ INDUSTRIAL PRODUCTS 
PENI 
" Sgaleaal > AMERICAN CHAIN DIVISION 
\ oe @ Rope replacement costs you more than merely the Gand tea Guana 6 ates ot 
, y : 
i price of the new rope. When a rope fails, production peep ey rn 2 8 
stops. Men and machinery are idle. Time is lost. These ae arr ae cans erremnen 
\ j ru- ay fre orme re Kope ® iru-Loc Froc- 
are the things that make some ropes really costly. mene stig ° Comme frond Wve ape 
tu- p Srakes ¢ ru-Leve ontrotiers 
Of course TRU-LAY Preformed wears out in time ANDREW C. CAMPBELL DIVISION 
1 ai : ; Abrasive Cutting Machines © Floformers 
| but it lessens your worries by lasting longer and Special Machinery © Nibbling Machines 
reducing shutdowns. More than this, TRU-LAY is “Laine 
\ | easier to handle and faster to reeve. It resists kinking Tausene 
\ | or whipping and spools perfectly on the drum. MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
\ During the past fourteen years literally thousands of OWEN SILENT SPRING COMPANY, Inc. 
. Owen Cushion and Mattress Spring Cent 
| operators have found TRU-LAY Preformed wire rope PAGE STEEL AND WIRE iaeenes a 
to be a production booster through its ability to wear meats ile be Welding — 
: & ; READING-PRATT & CADY DIVISION 
\ | longer. Specify TRU-LAY Preformed for your next line. Vebvus « Sinasite Saat Sletens 
READING STEEL CASTING DIVISION 
\ | H AMERICAN CABLE DIVISION Electric Steel Castings, Rough or Machined 
\ 1 WILY AMERICAN CHAIN & CABLE COMPANY, Inc. Railroad Specialties 
\ i ae a WILKES-BARRE, PENNSYLVANIA WRIGHT MANUFACTURING DIVISION 
‘ District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, Chain Hoists Electric Hoists and Cranes 
New York, Philadelphia, Pittsburgh, Houston, San Francisco. 





CAMPMAY jooforre WR RODE 


* ALL AMERICAN CABLE DIVISION ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE EMERALD STRAND 
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DISCOVERED 





A MEW WAY To Lut Costs 


Experienced mill 
amazed at the number o 
ing plants in this country now using 
Delta Drill Presses that list under $50. 
Their names read like the Blue Book 


men are 
manufactur- 


supply 


of American Industry. Other Delta 
tools at corresponding low prices are 
doing things in both metal and wood- 
working that were previously thought 
impossible. Thousands of manufactur- 
ers all over the world have recog- 
nized these arguments for Delta tools: 
Low First cost—because Delta light 
power tools are made in quantities 
on the finest high-production equip- 
ment; Economical operation—because 
they are lighter and require less 
power; Low maintenance cost—be- 
cause of sealed-for-life bearings and 
the low cost of replacement parts; 


Flexibility—special units can be made 
up from Delta tools at a considerable 
saving; Portability—Delta tools can 
be moved instantly where they are 
most needed; Reduced labor cost— 
because they can be used for auxili- 
ary operations to fill in “waitina 
time" that would be otherwise wasted. 

You can boost your sales by telling 
your customers how to cut production 
costs without a heavy investment—by 
showing them how other manufactur- 
ers, large and small, are stealing a 
march on their competitors by using 
Delta light power tools. The 1939 
Delta Market Manual will give you 
facts, figures, specifications and per- 
formance records that will open up 
your eyes! 


DELTA 


MANUFACTURING COMPANY 
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VIENNA AVENUE, 


MILWAUKEE, 











Stambaugh-Thompson 
Shows Crane Movie 


A sound picture entitled, “Flow” 
was shown at the Central Audi- 
torium in Youngstown, Ohio by the 
Stambaugh-Thompson Co., of that 
city. The Crane Co., producers of 
the film had several executives on 
hand to discuss other features of the 
Crane products. 

This picture is a story of man’s 
successful efforts to control the flow 
of liquids and gases by correct 
valves. After the movie a buffet sup- 
per was served. 


Standard-Shannon Opens 
Fall Sales Meetings 


To give its salesmen more sales 
ammunition and_ increase their 
knowledge of its specialty items, 
Standard-Shannon Supply Co., Phil- 
adelphia are holding a series of fall 
meetings to discuss various products. 

Harry Hopper is now on the sales 
force of Standard-Shannon. He was 
formerly in the stockroom. 


Horton Adds to Staff 


E. E. Van Gelder has joined the 
office staff of the Horton Machine 
Works, Elmira, N. Y. He was for- 
merly office manager of an ice cream 
plant. Miss Gertrude Wladis, who 
was with the firm three years ago, 
recently joined the staff as book- 
keeper. 


Portable Tool Demonstration 


A display and demonstration of 
new Black and Decker tools was re- 
cently given by the William T. John- 
ston Co., of Cincinnati, Ohio. 








Manufacturer's Supply Co., Grand Rap- 
ids, Mich., was one of the exhibitors 
at the N.A.P.E. show held in Grand 
Rapids recently. In the booth while the 
picture was taken by Ken Komp of Bill- 
ings & Spencer are (left to right): E. 
H. Idema, president of Manufacturer's 
Supply; Vic Berguson, Keystone Lubri- 
cating Co., and C. R. Davis, also of 
Keystone 











@ With the introduction of Williams’ “Superior” Wrenches a 
new milestone in wrench-making history was established. These 
sensational wrenches, drop-forged from improved quality car- 
bon steel and specially processed, are approximately twice as 
strong as old-fashioned carbon wrenches. 


They average 93%, as strong as alloy wrenches of similar size! 
They are actually stronger than the Double Head Engineers’ 
Pattern alloy wrenches of popular thin design! More than that, 
they provide a better hand grip than the usual thin alloy wrench 
and insure greater and safer bearing on the nut. And to top it 
off ... they sell at approximately half the price of alloy steel 
wrenches, 


“Superior” wrenches are made in 50 patterns—more than 1000 
standard sizes—all fully guaranteed. 


J.H. WILLIAMS & CO. 


42 Spring St., New York 


Headquarters for: ag eg Wrenches (Carbx nd Alloy), Detach 


Wrenches, Reversible Ratchet Wrenches, “C” Cl » Lathe Dogs, I 
Eye Bolts, Hoist Hooks, Thumb Nuts and Screws ain Pipe Tongs and 


Y pERIOR OROP-FORGED to 


$V is 


“SUPERIOR” 


(IMPROVED CARBON STEEL) 


WRENCHES 
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The accurate performance of Barnes “Spe- 
cial Unbreakable” hack saw blades will bring 
joy to the heart of the hair-splitting customer. 
They have uniform hardness but because of 
special heat treatment are also very flexible 
and will not break in use. 

“Special Unbreakable” is just one item in 
the Barnes Line that provides a good hack 
saw blade or band saw for every metal cut- 
ting need. 

Barnes are good repeaters. 

And they are sold exclusively through in- 
dustrial distributors who are usually glad to 
make use of our service men who have been 
trained to work with distributors’ salesmen. 


Stock Barnes today! 


W. 0. BARNES CO., INC., Detroit, Mich. 
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Charles Veit, manager of sales, Wright 

Mfg. Division, American Chain & Cable 

Co., checks over some specifications with 

D. G. Williams, new Wright Philadelphia 
district manager 


C. I. G. New Sales Division 
For Welding Equipment 


Compressed Industrial Gases, Inc., 
of Chicago, Illinois, recently estab- 
lished a distributor sales division to 
promote the sale of welding and 
cutting equipment through distribu- 
tor and jobber outlets. The CIG 
line comprises a complete line of all 
apparatus and supplies used in the 
welding and cutting of metals. 

Compressed Industrial Gases, Inc., 
has, for many years, manufactured 
gases used in the welding and cut- 
ting of metals and has some 30 dis- 
trict offices throughout the country. 
The new distributor sales division 
was instituted in order to promote 
the sale of the entire CIG line on a 
national basis. 


Standard-Machinists Supply 
Holds Meeting with Simonds 


The Standard-Machinists Supply 
Co., Pittsburgh, Pa., recently held a 
sales meeting with representatives of 
the Simonds Saw & Steel Co. The 
meeting was held preparatory to the 
coming of the Simonds’ travelling 
caravan which was in Pittsburgh for 
a six-week period visiting industrial 
plants in this locality. 

The caravan is so outfitted that 
actual demonstrations and tests can 
be made of the many Simonds’ 
products. 


Republic Rubber Holds 
Annual Sales Conference 


On October 6 and 7 the Republic 
Rubber Division, Lee Rubber and 
Tire Corp., held its annual sales 
conference. New products, improve- 
ment in standard lines and sales and 
sales promotional matters were dis- 
cussed. Representatives from all 
sections of the country expressed 
optimism for improved business con- 
ditions. 














There’s a real profit to be made from the sale of 
Allis-Chalmers Centrifugal Pumps. The market for 
them is practically everywhere you look — water 
systems, dairies, chemical plants, nearly every in- 
dustrial plant — countless other places all use and 
need pumps. Every sale represents a lot of money 
and gives you a good profit— more than in most 
other lines. Allis-Chalmers pumps are easy to sell 
—the engineering has all been done for you by 


Allis-Chalmers in most applications — and when the 





special ones come along call the Allis-Chalmers 
engineer from the district office nearest you and 
he will help you make the sale. Allis-Chalmers has 
been making pumps for so many years that the 
name means a lot to your prospects — the line is so 
complete you can meet most every pumping appli- 
cation or requirement that may develop. Get the 
whole story of the money you can make from han- 
dling Allis‘-Chalmers pumps — declare yourself an 
extra dividend from the profit on the Allis-Chalmers 


pump line. 


IAIMERS 


ALLIS-CHALMER 


PWAUR EE WIS CORR 
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A. SCHRADER’S SON, Dept. MS, Brooklyn, N. Y. 
Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 


62 
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Schrader compressed air accessories, blow guns, press pneumatic 
safety control and hydraulic pressure gauges are in demand in 
practically every plant. Schrader’s new sales plan provides full 
protection for stocking distributors and at the same time allows a 
profitable margin for pick-up dealers. Write for full information. 


Schrader 


REG.U.S. PAT. OFF 
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New Display Carton 
for Holo-Krome Screw 


Holo-Krome Screw Corp., of Hart- 
ford, Conn., is now distributing to 
its distributors and dealers a com- 
pact, sturdily constructed carton 





Ready to take your order is this counter 

salesman for the White Supply Co., 

Waterbury, Conn. The newest sales mer- 

chandiser assortment of the Holo-Krome 

Screw Co., Hartford, Conn., is on the 
counter beside him 


containing popular sizes of safety 
set screws and set screw wrenches. 

This cut-out counter display con- 
tains individual boxes, plainly 
marked for each screw and wrench, 
invite customer inspection and make 
selection easy. 


Johnson Bronze Opens 
Three New Warehouses 


In order to efficiently serve the 
constantly increasing number of dis- 
tributors, Johnson Bronze Co. have 
opened three new warehouses. The 
first of these was at 1518 Tenth 
Avenue, Seattle, Washington, and 
will augment the stocks of the rep- 
resentatives in the Northwestern ter- 
ritory. 

The second outlet is located at 
321 Niagara Street, Buffalo, N. Y., 
and will serve New York state. 
The. third branch is at Newark, N. 
J., being located at 26 Lawrence 
Street, and will serve the entire state 
of New Jersey. Each of these new 
branches will carry the complete 
line of industrial and automotive 
bearings and bar bronze. This makes 
a new total of 19 branches now in 
operation. 


S K F Exhibits 


S K F Industries, Inc., Philadel- 
phia, will occupy spaces 332-333 at 
the National Exposition of Power 
and Mechanical Engineering to be 
held in Grand Central Palace from 
Dec. 5-10. This exhibit will show a 
wide variety of bearings, hangers, 
pillow blocks and other transmission 
appliances. 
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FINE NUCUT FILE PERFORMANCE 


Lrutgs tn Ite-owllers 


TODAY AND EVERY DAY 


File users like the way NucuT keeps going on tough filing jobs. They 
welcome Nucut’s knack of keeping sharp longer—of cutting faster, cleaner 
—and with less effort. 

Such exceptional performance, as NUCUT gives, works to your advantage, 
too—if you are the NuCuT distributor. For then you 
get the orders—and the re-orders. Your reputation as a 
distributor of quality products spreads around like 
magic. That’s what counts in building good business. 

It will pay you to get the facts on the HELLER NuUCUT SLL 


protective sales policy. Let us give you the details. 
THE FILE 


HELLER BROTHERS COMPANY, NEWARK, N. J. with the 
NUCUT FILES Plants at Newark, N. J. Newcomerstown, Ohio WHITE TANG 


HELLER NUCUT “WAVY TEETH” FILES 


TECTE BY PAT NO 2? 
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Precision 
LATHE 
YGRINDER 


of 














amazing 
flexibility 


MODEL 
HLGE 


For 
External 
Grinding 
showing 
mounting 
on shaper 
grinding 

a die 


A PRECISION production tool 

for internal and _ external 
grinding. Speed range up to 30.- 
000 r.p.m. through various size 
pulleys. 


[J NEXCELLED materials crafted 
with traditional U. S. quality 
and precision for practical adap- 
tion. Universal motor.  T-bolt 
mounting for radial and vertical 
adjustment of tool. 





For Internal Grinding showing 
shaft grinding between centers 
on lathe 


For Internal Grinding showing 
mounting for grinding on lathe 


The U. S. 
6-Point 

Distributor ' | 

Plan : 


1. Full Line 
. Super-Quality 


. Economical 
Price 


. Protection 
- Good Profit 
- Sales Aid 


For Sales and 
Profit 
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Write for NEW catalog. 





THE UNITED STATES = ELECTRICAL TOOL CO. 


<=.) Fi _ << 
CINCINNAT =) OHIO 
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Pfeifer, Chain Belt, Dies; 
Gardner New Treasurer 


Carl L. Pfeifer, treasurer of the 
Chain Belt Co., died recently while 
on a business trip to Philadelphia. 
Mr. Pfeifer was born in Chicago 
in 1880 and was employed by the 
Chain Belt comptroller, 
in 1914, after leaving Arthur Young 
& Co. In 1916, he was elected treas- 
urer of the company, a position he 
held until his death. 


Co., as 





FRED V. GARDNER 


Fred V. Gardner has been elected 
as acting treasurer of the Chain 
Belt Co. to fill the vacancy created 
by the death of C. L. Pfeifer. 

Mr. Gardner, who has been with 
the company in a consulting capa- 
city, was formerly supervisor of 
budgets at General Electric. He is 
a graduate of the University of Mis- 
souri and the Harvard Business 
School. 

Chain Belt also announces the 
election of Vice-President John T. 
Brown to the board of directors, the 
reelection of G. M. Dyke as assistant 
treasurer and the election of chief 
accountant A. F. Kessler as an as- 
sistant treasurer. 


Bridgeport Brass Improves 
Its Manufacturing Facilities 


Reconstruction and modernization 
of Bridgeport Brass Co.’s pipe and 
tube mill at Bridgeport, Conn., as 
the next step in a long-range pro- 
gram undertaken to improve all 
manufacturing facilities, was started 
this month, according to an an- 
nouncement from the company. Ad- 
ditional tube mill equipment will be 
installed and the entire operation of 
this division of the company will be 
broadened through the utilization of 
space vacated by the moving of roll- 
ing mill equipment to the new $4,- 
500,000 rolling mill which was com- 
pleted last month. 
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This is an important point to any distributor considering the handling of a pump line as 
there are many manufacturers who merely make certain restricted types and sizes of pumps 
for certain uses—also making pumps as a side-line to other products. Goulds manufactures 
a complete line of industrial pumps as shown by our slogan “A Pump For Every Purpose”. 







Our business started with pumps and has always continued with pumps of a quality that 
has built our reputation. When a distributor handles the Goulds line he has to deal only 
with a single manufacturer to fill all his pump demands. 


The Goulds name is an old, well-established one in the pump field and throughout indus- 
try. Goulds Pumps have led since 1848 as a quality product. Goulds engineers have 


“ted continually kept ahead of the industry in the best designs to meet service demands. There 
rain is no better standing in the pump field than GOULDS. 
ated 


vith QUESTION #1 What about the product? 


¥- QUESTION #2 What about the profit possibilities ? 


ness QUESTION #3 Can our organization sell it? 


the > These questions have been answered in a series of advertisements. 


th If you did not see #1, #2 and #3, write us. 
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HOLLOW SCREWS 


A Creed — not a Slogan 


As you appraise the sales-policies of your suppliers, 
you see recurring reference to the slogan, ‘Sold only 
through the Industrial Distributor.” 


Insofar as applies to hollow screws, claims of devotion 
to “the policy you want”’ may prompt you to ask: 


— Who originated it? 
— Who defended and maintained it, single-handed? 
— Who popularized it finally throughout the industry? 


The one company that did these things must have 
believed in them, must have kept faith in them and must 
abide by them. Its Distributor policy is a creed — more 
than a slogan. 


THE ALLEN MEG. COMPANY 


HARTrvorD, Conn. U.S§$.A. 
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Hewitt M. Heninger, Beechwood Apts., 
Beech St., South Birmingham, Ala., is 


the new southern representative for 


Greene, Tweed & Co. 





Gooding Becomes Sales 
Manager for Satterlee Co. 


O. H. Gooding has just been made 
sales manager of the F. E. Satterlee 
Co., Minneapolis, Minn., replacing 
A. J. Burns. 

O. M. Kinnard is now in charge of 
machine tools formerly handled by 
C. H. Fairbanks. George R. Cease 
is now in the supplies department. 
Both Mr. Gooding and Mr. Kinnard 
are making a two-weeks trip through 
factories of the Carlton Machine Co., 
R. K. LeBlond Machine Tool Co., 
Cincinnati Shaper Co., King Ma- 
chine Tool and United States Elec- 
trical Tool Co. to familiarize them- 
selves with the latest developments 
in machine tools. 


Cleveland Adopts Another 
New File Marking Method 


Right on the heels of the news that 
Cleveland File will mark their files 
to indicate whether they are bastard, 
second cut or smooth, comes another 
announcement. In addition to the 
above, all Cleveland files will now be 
branded to also indicate whether 
they are flat mill, mill flat, or flat 
hand. 

This new practice, inaugurated by 
Cleveland, will eliminate guesswork 
and trouble and will insure the cus- 
tomer that he is getting the file that 
he ordered. The reaction from dis- 
tributors is reported to be very fa- 
vorable. 


Crane Packing Names Kirgan 


The Crane Packing Company, Chi- 
cago, Illinois, announce the appoint- 
ment of John Kirgan as New York 
manager. Mr. Kirgan was formerly 
associated with the Ingersoll-Rand 
Company, Phillipsburg plant, in 
charge of heat transfer engineering 
from 1917 to 1932, and water vapor 
refrigeration from 1932 to 1938. 
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We take pardonable pride, not only in the number of 


















distributors we have, but what is more important— 
that 
the type. 
files SELL A — —— 
ti A check-up of our nation wide distribution will 
the Complete reveal the fact that each distributor is a leader in his 
= SERVICE respective territory. This, we believe, speaks volumes 
“flat Johnson Distributors make for not only the product but likewise the policy that 
= ‘on 2 means -p governs the relations between the distributor and the 
work ing Service. fa ome to Johnson Bronze Company. We regard a distributor as 
ove, WSVVERERE Sse they a sales partner and not a customer. 
that offer enera ur 
dis- Bearings, Electric Meter A few choice territories remain to be covered. 
nies ee Bobbitt. a4 Why not investigate the possibilities for your com- 
eit pany. Allow us to prove—right in your district—how 
jan Johnson UNIVERSAL Bronze can become your most 
Chi- profitable line. Your inquiry carries no obligation. 
oint- 
Vork 
nerly } 
a | JOHNSON BRONZE COMPANY 
in j 
Pom = c’y 535 SOUTH MILL STREET - NEW CASTLE, PA. _ 
man  oleeve BEARING HEADQUARTERS 
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ORDERS and REORDERS 


When leading industrial plants, utilities, insti- 
tutions and public buildings such as these—dis- 
criminating buyers who insist upon proof of a 
-order and REORDER Yarway 
Impulse Steam Traps in constantly growing quan- 


product's merit 


tities, year after year, it can mean only one thing. 


They must be better steam traps. They must offer 
real economies in installation, in maintenance, in 
fuel, and in general plant efficiency. 


Write for Details 
YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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azlett New Manager 
L Strip Sheet Sales 


ba 
go x 


The appointment of A. J. Hazlett 
as manager of the strip-sheet sales 
department of the Jones & Laughlin 
Steel Corp., has been announced. He 


succeeds William Miller who was re- 
cently appointed district manager | 
of the corporation’s Detroit office. 
Mr. Hazlett is a past president of 
the Eastern Rolling Mill Co. His en- 


tire busines experien na been In 


the steel indust: 


Eagle Mfg. Co. Now 
Marketing "Scan-Can’ 


U nae ivement, 
transp: noulded 
by Un p. and 
shipped to the of e Eagle 


Mfg. ¢ at W burg, W. Va., 


where the potl ind 


be attached. 





Jack Mathe (left), sales engineer for 
Parker-Kalon, New York City, enjoys a 
little walk in York, Pa., with Walter 
Ehrenfeld, L. A. Benson Co., as MILL 
SUPPLIES’ photographer does his duty 
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This new solder 
for aluminum, 
stainless steel, 
cast iron zinc 
base die cast 
metal, monel and 
other metals is 
proving to be a 
profitable item 
for industrial 
distributors. 




















ALL METAL 
SOLDER 


creates sensation at 
trade shows 










HEN a simple operation like sol- 

dering clogs up the aisles at trade 
shows, you can be sure that the solder- 
ing must be out of the ordinary. That's 
what has happened at shows during the 
past few months where Imperial’s new 
All-Metal Solder and Flux and the en- 
tirely new soldering applications which 
it makes possible, were exhibited. 


Imperial All-Metal Solder and Flux will 
solder such difficult-to-solder metals as 
aluminum, cast iron, stainless steel, 
monel and zinc base die castings. While 
it is applied at temperatures only slightly 
higher than those used for ordinary soft 
solders, it forms a bond with a tensile 
strength many times as great. Blow 
torch, welding torch or large soldering 
iron can be used for application. 


This solder is sold in kits which con- 
tain solder, flux, emery cloth and direc- 
tions. The price of the kits to the indus- 
trial trade is $1.75, $3.50 and $5.00 with 
a profitable margin for industrial dis- 
tributors. The solder is also sold by the 
pound and many industrial users are 
placing repeat orders for substantial 
quantities. 


We believe your trade will be greatly 
interested in this new all-metal solder 
and we suggest that you drop us a line 
for complete details. 


IMPERIAL BRASS MFG. CO. 
511 South Racine Avenue 
Chicago, Ill. 































THE Thermoid Line 
SHORTEST DISTANCE TO OPERATING ECONOMY 


TRANSMISSION BELTING 


a, Z Propuction and main- 
tenance men in all types of 
industry know from experience 
that Thermoid Products are 
developed and manufactured 
with a practical engineering Re a 

AIR HOSE knowledge of the job each par- BRAKE LININGS 


ticular product has to perform. a. 








V BELTS 


Theyknow, too, that Thermoid’s a i 4 ea 
a =s-s rigid adherence to this policy, | A 
tity 2 plus the use of only the finest (a | 
~~. / rae. raw materials, guarantees a_ | A. 
Za . product dependability that jg ae | : 
CONVEYOR BELTING 


leads directly to operating and ELEVATOR BELTING 


J 


ee Ht | maintenance economies. Fis “Mt 
> A 


For operating economy specify MY 
and use Thermoid Industrial Je 
Rubber Products. Thermoid r ie 
also welcomes requests for en- Ee -¢' 
gineering consultation on indi- ea a 
STEAM HOSE vidual problems at all times. ~~. HOSE 


a atl 
More than halfa e- \ 


century of Pro- 

gressive Engineer- 

ing and Product 
Development 
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Standard types of belting Standard types of belting 
made by Thermoid made by Thermoid 
Conveyor Beltinc 


Grain Elevator Belting 
Transmission Belting 


Agricultural Belting 
Multiple-V Belts Hog Scraper Belting 
Grader Belting Endless Thresher Behing 
Canners Belting Oil Country Belting 
Bucket Elevator Belting 


Axle Lighting Belting 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


MILL SUPPLIES © NOVEMBER 1938 














Jhe DIXON (Course in 
“COUPLING-OLOGY 


Written in the Hope of Being Helpful 
to Salesmen of Industrial Hose 


LESSON No. 6—THE CARE OF COUPLINGS 
AND HOSE IN SERVICE 


LTHOUGH hose and couplings for industrial service are built to withstand an 
amazing amount of wear and abuse, their life and efficiency can be still 
further increased through ordinary care in handling. 

The threaded portion of a coupling is especially susceptible to damage 
through rough or careless treatment. Every precaution should be taken to protect 
this part. Wherever possible, hose should be coiled or reeled before moving, rather 
than dragged over the ground to a new location. This is not only harmful to hose, 
but is doubly dangerous to couplings, as they are larger and therefore more 
vulnerable to impact with rocks and other obstructions. 

When making or breaking connections, hose should never be twisted. Nothing 
will more quickly break down the hose construction. Proper couplings—i. e.: 
having at least one unit of swivel type—will eliminate any excuse for twisting the 
hose, as all the movement can then be made in the coupling alone. 

On both ground-joint and Washer Type couplings, parts should be kept free 
from dirt, grit, sand, etc. On the Ground-Joint union, these foreign substances 
cause extra wear at the sealing point; while on the Washer type, they greatly 
increase the danger of leakage. 

If a leak should occur examine the fit of the clamp before condemning the 
service rendered by the hose or coupling. Remember, rubber flows under pres- 
sure, with the result that the clamp may require tightening up from time to time 
in order to maintain a satisfactory connection. 

The careful handling of couplings in service will prove particularly profitable 
if they are quality couplings to begin with, such as the one described below. 


“GI-DIXON 


GROUND JOINT 
Air Hammer Coupling 





The Washerless, Leak- 

Proof Coupling for All 

Makes of Hand Hammers 
and Rock Drills 














The “GJ-DIXON” is without question the most efficient, convenient, and economi- 
cal coupling for this service. The ground-joint union forms a perfect soft-to-hard 
metal seal that closes tight without excessive effort or hammering on nut, and 
retains its efliciency regardless of wear. Insures complete freedom from leaking 
or lost washers. Exceptionally strong and durable to withstand constant vibration 
and danger of blow-offs, or other service failures. Cadmium-plated—rustproof. 
Furnished with either male or female spud. For complete description of 
“GJ-DIXON” and other DIXON quality couplings, see List 1035-X. 


DIXON Products are never sold direct to the user. 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY e PHILADELPHIA 





Branches in Los Angeles, Birmingham, and Houston 
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Eberlein New President 
Of The Keystoners 


W. J. Eberlein, Greenfield Tap & 
Die Corp., was installed as the new 
president of the Keystoners at the 
Fall meeting held at the Llanerch 





W. J. Eberlein (left), newly installed 

president of The Keystoners, smilingly 

presents the Dieterle Cup to its first 

winner Bob Brown, whose low gross golf 
score of 90 led the march 


Country Club, Sept. 16. Robert 
Brown, Union Twist Drill Co., suc- 
ceeded Mr. Eberlein as vice-presi- 
dent. M. G. Hayden, manufacturers’ 
representative, is the new secretary- 


treasurer, succeeding Arthur FE. 
Meigs. 
This group of manufacturers’ 


salesmen, calling in the Philadelphia 
area are embarking on their second 
year with a rapidly growing selec- 
tive membership. 

David Moffat, the L. S. Starrett 
Co., retiring president, was _ pre- 
sented with a handsome watch and 
chain set in appreciation of his 
guiding the organization through a 
very successful first year. 

Preceding the meeting the first 
annual membership golf tournament 
was held, members competing for a 
cup donated by J. G. Dieterle, Jr., 
Abrasive Co. This trophy, to be 
known as the Dieterle Cup, is an- 
nually to be awarded to the member 
with the lowest gross score. Robert 
Brown, with a low gross of 90, led 
the march to the 19th hole and is 
the first holder of the cup. Dan 
Coleman won the special prize for 
low net with 73. Additional prizes 
were awarded to Jack Dieterle, A. 
W. Gough and A. R. Crank for the 
winning scores in obstacle golf, 
kicker’s handicap and high gross re- 
spectively. 


Blaw-Knox Makes 
Two appointments 


Blaw-Knox Co., Pittsburgh, has 
announced the appointment of H. W. 
Greenberg as sales manager of its 
sprinkler division and William P. 
Favorite as district representative 
for its power piping division in De- 
troit. 
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MEASURING ROPE STEEL 
CRYSTALS IN THE RAW... 


LIFE INTO WICKWIRE ROPE 







BUILDING 
BEYOND SPECIFICATIONS 
Wickwire Spencer pioneered the application of the 


e through a microscopic screen, 
to steel for wire rope: Armed with the knowledge 
of inherent grain size characteristics, Wickwire 
Spencer Engineers occurately plan the processing 
of the metal, not only producing thereby definite 
desired characteristics beyond specifications, but 
giving the rope wire unprecedented uniformity 
Thus you, as a user of Wickwire Rope, can depend 


\ upon its long and satisfactory 


The preparation of a sample study of grain siz 
for grain size measure- 
ment requires heating to 
a high temperature for 
several hours Automatic 
electric control! is used 
by Wickwire Spencer to 
assure accuracy of the test. 


service. 
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NOVEMBER 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Buildin 
Management ” 
Iron Age 
Western Construction News 


WICK 3 SPE 
CKWIRE SPENCER line of Wire 


Rope is complete . . 


. standard as 
well as is 
ell as Wisscolay Preformed Rope 


carry it” for ‘ickwi 
y the Wickwire Spencer Distributor 


He can satisfy every 


WICKWIRE SPE 
STEEL Toman 
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STANLEY 


UNISHEARS... 
More Salable Than Ever! 


‘ e 
make ANY cut in she 
can 


; heat 
e Unis! 


s 
e prov des ‘ 


Advertisements like the above, in a big list of industrial, 
metal-working and sheet-metal publications are stressing the 
exclusive sales points of Stanley Unishears — paving the way 
for you to demonstrate and close the sale. 

A complete line of quality-built electric tools for every pur- 
pose ... active distributor support . . . good reasons why 
you can sell more tools to more people for more jobs with the 
Stanley Line. Stanley Electric Tool Division, The Stanley Works, 
146 Elm St., New Britain, Connecticut. 


*We Are Represented By Selected Distributors* 


STANLEY UNISHEARS 


THE ELECTRICALLY DRIVEN HAND SHEARS 
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Official of Two Houses 
Dies in Michigan 


Edward O. Faeth, president and 
general manager of the Stowe Hard- 
ware & Supply Company, Kansas 
City, Mo., and vice-president of the 





EDWARD O. FAETH 


Southern Supply Company, Dallas, 
Texas, died Monday night, Septem- 
ber 26, in a hospital in Ludington, 
Mich., where he had a summer home, 
following an illness of three weeks 
duration. 

Mr. Faeth was born in Fort Madi- 
son, Iowa, February 27, 1869. Asa 
youth he engaged in the hardware 
business with his brother, Charles 
E. Faeth, in Goodland, Kan., and at 
the age of nineteen went to work 
for the Simmons Hardware Com- 
pany in St. Louis. In 1897 deceased 
founded the Des Moines Iron Com- 
pany in Des Moines, Iowa, and in 
1904 he moved to Kansas City, and 
the family purchased the Stowe 
Supply Company, the organization 
then becoming known as the Stowe 
Hardware & Supply Co. Mr. Faeth 
was active as head of this organ- 
ization until his final illness. 

This business leader was active in 
civic affairs. He was formerly a 
president and director of the Kan- 
sas City Chamber of Commerce, a 
trustee of Mercy hospital and the 
Second Presbyterian church, director 
of the Missouri River Navigation 
Company, member of the advisory 
committee of the T. H. Mastin Com- 
pany (insurance) and of the whole- 
salers’ hardware show committee. 


New Representative 


D. S. Brisbin, vice-president in 
charge of sales of the Chisholm- 
Moore Hoist Corp., Tonawanda, 
N. Y., announces the appointment of 
Jess A. Brewer as its southeastern 
representative, with headquarters in 
Atlanta, Ga. 



























































BETTER BUSINESS 


brings an increased demand for 
“HALLOWELL” SHOP EQUIPMENT 


“Hallowell” Steel Stools a on ee “HALLOWELL" 


Skillfully designed and FOREMAN'S DESK 


built for present day needs. 
Its steel top stays smooth 
as a surface plate, and steel 
legs hold it permanently 
rigid. Bolt holes in the 
feet make it easy to fasten 
to the floor and easy to 
move. All its parts are 
standard and interchange- 
able. Best of all the cost Fig. 732 
is reasonable. Full range Pat'd and 


of sizes to choose from. Pats. Pending. 
Drawer is extra 


“HALLOWELL" STEEL TRUCKS 


Made to withstand the 
toughest treatment. Their 
steel platform can’t splin- 
ter—their welded construc- 
tion assures permanently 
rigid joints. And, because 
the. wheels have smooth 
bores or anti-friction bush- 





The one _ piece 
welded steel con- 
struction of “Hal- 
lowell” stools and 
chairs makes them 
last longer — an 
important item 
when you're con- 
sidering profits. 


Ideal for foreman's_ use. 
Right height . . . right 
incline to write on while 
standing. Large drawer with 
lock for holding valuable 
papers. Carried in stock for 
prompt deliveries. 






You can get just 
what you need in 
a “Hallowell” for 
the line is most 
extensive, with a 
design adapted for Fig. 1334 
use at any type Pat. Applied for 
of operation. 








Write us for our catalog. 








"Hallowell" Steel 










































ings in hubs and casters, 
Tool and are perfectly  lubri- 
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i 
oon SOCKET SCREW PRODUCTS 
a are always steady sellers 
ole- and good repeat order items. 
: { Steady profits are assured when you carry and sell the entire 
4 line of “Unbrako” Products. Known and preferred by count- Knurled “Unbrako”’ 
“Unbrako” Hollow less industrial plants for years, yet continually improved with Socket teas Cop 
; Set Screw. Fig. 232 new distinct sales features. (Pats. Pending). 
in 
lm- 
da ‘ P 
” All of these products are §TANDARD PRESSED STEEL Co. Write us for 
‘o : real money makers for BRANCHES BRANCHES ge 
ern distributors . . . for they "mae JENKINTOWN, PENNA. ip ome og dealers proposition 
in 4 carry a liberal margin of DETROIT ST. Louis and full details 
’ profit. INDIANAPOLIS Box 519 SAN FRANCISCO ? 















MILL SUPPLIES © NOVEMBER 1938 






















THE 
WESTERN IRON 
STORES,CO. 


NUSLSAM P42 


-aal 


The new catalog of the Western Iron Stores Company is the 
sixth consecutive general catalo g that this com pany has issued 


through the Donnelley catalog compiling service. 
c Cc Cc 


Every TERRITORY offers increased sales 
possibilities. Up-to-date catalogs, issued at reason- 
able intervals, will thoroughly blanket your 
territory —extensively and intensively. With a 
friendly and helpful sales “pressure”, they will 


help turn the buvers’ needs into orders for vou. 





R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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Carl Lubken Made Sales 
Manager for Circle Tip 


The Circle Tip Tool Co., East 
Orange, N. J., has announced the 





CARL LUBKEN 


appointment of Carl Lubken as gen- 
eral sales manager for the firm. 
Previous to his new appointment 
Mr. Lubken was associated with 
Clemson Brothers, Middletown, 
N. Y., for over 19 years, and is well 
qualified for his new position. 


Chain Belt Announces 
Complete New Line 


Chain Belt Company of Milwaukee 
has announced the addition of a 
complete new line of screw conveyors 
and steel buckets. While the com- 
pany has always made some screw 
conveyors and steel buckets, the com- 
plete rounding out of the line has 
been made possible by the acquisi- 
tion of the machinery and drawings 
of the Weller Mfg. Company, Chi- 
cago. The manufacturing opera- 
tions will continue in Chicago where 
the company is occupying 12,000 
square feet of floor space at 4425 
West Cortland Street. 

The addition of the complete line 
of screw conveyors and steel buckets 
furthers the scope of application of 
the chain and conveyors made by 
Chain Belt Company. As a result of 
additions made from time to time, 
the company now produces a wide 
range of conveyors for handling 
bulk materials, packaged goods and 
materials in process, the latter typi- 
fied by assembly conveyors as used 
in the automotive industry. The 
company also makes sewage disposal 
equipment, sprocket chain, 
transmission machinery and 
struction equipment. 
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STANLEY 
UNISHEARS... 


More Salable Than Ever! 


e 
Unishear® = 


clus ° 4 tor 
The e* . provides tw a equipme™ 


tex” Hand 


gnley 


Advertisements like the above, in a big list of industrial, 
metal-working and sheet-metal publications are stressing the 
exclusive sales points of Stanley Unishears — paving the way 
for you to demonstrate and close the sale. 

A complete line of quality-built electric tools for every pur- 
pose... 
you can sell more tools to more people for more jobs with the 
Stanley Line. Stanley Electric Tool Division, The Stanley Works, 
146 Elm St., New Britain, Connecticut. 


active distributor support . . . good reasons why 


*We Are Represented By Selected Distributors* 


STANLEY UNISHEARS 


THE ELECTRICALLY DRIVEN HAND SHEARS 
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Official of Two Houses 
Dies in Michigan 


Edward O. Faeth, president and 
general manager of the Stowe Hard- 
ware & Supply Company, Kansas 
City, Mo., and vice-president of the 





EDWARD O. FAETH 


Southern Supply Company, Dallas, 
Texas, died Monday night, Septem- 
ber 26, in a hospital in Ludington, 
Mich., where he had a summer home, 
following an illness of three weeks 
duration. 

Mr. Faeth was born in Fort Madi- 
son, Iowa, February 27, 1869. Asa 
youth he engaged in the hardware 
business with his brother, Charles 
E. Faeth, in Goodland, Kan., and at 
the age of nineteen went to work 
for the Simmons Hardware Com- 
pany in St. Louis. In 1897 deceased 
founded the Des Moines Iron Com- 
pany in Des Moines, Iowa, and in 
1904 he moved to Kansas City, and 
the family purchased the Stowe 
Supply Company, the organization 
then becoming known as the Stowe 
Hardware & Supply Co. Mr. Faeth 
was active as head of this organ- 
ization until his final illness. 

This business leader was active in 
civic affairs. He was formerly a 
president and director of the Kan- 
sas City Chamber of Commerce, a 
trustee of Mercy hospital and the 
Second Presbyterian church, director 
of the Missouri River Navigation 
Company, member of the advisory 
committee of the T. H. Mastin Com- 
pany (insurance) and of the whole- 
salers’ hardware show committee. 


New Representative 


D. S. Brisbin, vice-president in 
charge of sales of the Chisholm- 
Moore Hoist Corp., Tonawanda, 
N. Y., announces the appointment of 
Jess A. Brewer as its southeastern 
representative, with headquarters in 
Atlanta, Ga. 
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BETTER BUSINESS 


brings an increased demand for 
“HALLOWELL” SHOP EQUIPMENT 





“Hallowell” Steel Stools a ee “HALLOWELL" 


Skillfully designed and 
it for poenent deg need: FOREMAN'S DESK 


built for present day needs. 
Its steel top stays smooth 
as a surface plate, and steel 
legs hold it permanently 
rigid. Bolt holes in the 
feet make it easy to fasten 
to the floor and easy to 
move. All its parts are 
standard and interchange- 
able. Best of all the cost Fig. 732 
is reasonable. Full range Pat’d and 


of sizes to choose from. Pats. Pending. 
Drawer is extra 


The one piece 
welded steel con- 
struction of “‘Hal- 
lowell” stools and 
chairs makes them 
last longer — an 
important item 
when you're con- 
sidering profits. 


Ideal for foreman’s use. 
Right height .. . right 
incline to write on while 
standing. Large drawer with 
lock for holding valuable 
papers. Carried in stock for 
prompt deliveries. 





You can get just 
what you need in 
a “Hallowell” for 
the line is = 
extensive, with a 
: te 

design adapted for Fig. 1334 HALLOWELL”" STEEL TRUCKS 
use at any type Pat. Applied for 
of operation. 








Made to withstand the 
toughest treatment. Their 
steel platform can’t splin- 
ter—their welded construc- 
tion assures permanently 
rigid joints. And, because 
the wheels have smooth 
bores or anti-friction bush- 
ings in hubs and casters, 


Write us for our catalog. 








“Hallowell” Steel 





Tool and are perfectly lubri- 
cated, they're much easier 
Stands to handle. Write for Bul- 


Fig. 754 Pat. Applied For letin. 





Moves easily 
wherever it’s 
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to have. Made 

in a variety of STEEL SHAFT COLLARS 

types for all 

purposes. “Hallowell” Steel Shaft Collars 
— unbreakability and ma- 

Fig. 705 chine finish with low price; that’s } : = 

weak the secret of their world-wide Fig. 981 Pat. Pending 
popularity. Fig. 100 








A really unique self- 
u locking nut. Its built- 
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in locking ring posi- 
STEEL SHAFT HANGERS SELF-LOCKING NUTS tively prevents back- 


“the nut that can't shake loose’ ing off. The one piece 


“Pioneer,” the original Steel Shaft eb . 

Hanger, revolutionized shaft hang- = oe construction is a feat- 

ers. It’s the only steel hanger with — ure that appeals to 

integral feet. Millions are in Pending most users as it saves 

use the world over. Patented Cut-out see considerable _ installa- 
actties ae ge tion time. 
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Right: Fig. 1636 
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SOCKET SCREW PRODUCTS 
are always steady sellers 
and good repeat order items. 


Steady profits are assured when you carry and sell the entire 














line of “Unbrako” Products. Known and preferred by count- Knurted “Unbrake"’ 
“Unbrako” Hollow less industrial plants for years, yet continually improved with Socket Head Cap 
Set Screw. Fig. 232 new distinct sales features. (Pats. Pending). 
Rd ommn Geen PRESSED STEEL Co. Write us for 
. ° BRANCHES J “ BRANCHES *ge 
distributors . . . for they aa eteniatintet aes CHICAGO dealers proposition 
carry a liberal margin of DETROIT ST. Louls and full details. 
profit. INDIANAPOLIS Box 519 SAN FRANCISCO 
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Carl Lubken Made Sales 
Manager for Circle Tip 


The Circle Tip Tool Co., East 
Orange, N. J., has announced the 


WESTERN IRON 
STORES.CO 


ul NOFLSIM P42 





CARL LUBKEN 


appointment of Carl Lubken as gen- 
eral sales manager for the firm. 
Previous to his new appointment 
Mr. Lubken was associated with 
Clemson Brothers, Middletown, 
N. Y., for over 19 years, and is well 
qualified for his new position. 


Chain Belt Announces 


The new catalo g of the Western Iron Stores Company is the Complete New Line 


Chain Belt Company of Milwaukee 

has announced the addition of a 

complete new line of screw conveyors 

through the Donnelley catalog compiling service. | and steel buckets. While the com- 

© | pany has always made some screw 

| conveyors and steel buckets, the com- 

BE | plete rounding out of the line has 

> 7 > 7 a Seer * : been made possible by the acquisi- 

V ERY TERRITORY offers Inc reased sales | tion of the machinery and drawings 

aii cana at : of the Weller Mfg. Company, Chi- 

possibilities. Up-to-date catalogs, issued at reason- | cago. The manufacturing opera- 

tions will continue in Chicago where 

the company is occupying 12,000 

square feet of floor space at 4425 
; : . ; 7 | West Cortland Street. 

territory —extensively and intensively. With a | The addition of the complete line 

/ ¢ - of screw conveyors and steel buckets 

furthers the scope of application of 

the chain and conveyors made by 

: < Chain Belt Company. As a result of 

help turn the buyers’ needs into orders for you. | éditions made from time to time, 

- / the company now produces a wide 

range of conveyors for handling 

bulk materials, packaged goods and 

materials in process, the latter typi- 

fied by assembly conveyors as used 

R. R. Donnelley & Sons Company in the automotive industry. The 

/ company also makes sewage disposal 

" - o . equipment, sprocket chain, power 

350 EAST TWENTY-SECOND STREET, CHICAGO tranemiasion machinery and con- 

struction equipment. 


sixth consecutive general catalo g that this com pany has issued 


able intervals, will thoroughly blanket your 
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Change in Date 
for Southern Meeting 


The southwestern district meeting 
of the Southern Supply and Machin- 
ery Distributors’ Association has 
been shifted to Nov. 18-19. The 
meeting will be held in the Washing- 
ton-Youree Hotel, Shreveport, La. 

The Atlanta district meeting will 
be held on the dates originally set, 
Nov. 11-12 at the Atlanta-Biltmore 
Hotel, Atlanta, Ga. An executive 
committee meeting will take place 
in Atlanta on the tenth of November. 


Buhi's Next Show Set 
For February 22-24 


Buhl Sons Co., Detroit, will have 
its next industrial show February 
22, 23 and 24, according to recent 
announcement of William P. Bridges, 
industrial sales manager. The ex- 
hibit, which will be staged in the 
company’s Administration building, 
is expected to attract between 2,000 
and 3,000 Michigan purchasing 
agents, plant and maintenance en- 
gineers and chief executives of in- 
dustries. 


Assentmne — . = Hajoca Announces 
’ 0.497 > me Staff Promotions 
: “_ . . Managerial promotions recently 


announced by William E. Brecht, 
president of Hajoca Corp., Philadel- 


Meeting a Demand phia, includes the appointment of 


Harold E. Tippett as manager of 

the Philadelphia branch at 903 

North 9th St., and the promotion of 

od O L O = K R O M Eb | D. J. Kitchell to manager of the 
Newark, N. J. office. 

A. A. Sullivan and William H. 


No 497 | Stewart were recently added to the 





Camden, N. J., sales force of the 
firm. 


ASSORTMENT 


You may now service the demand for a few uni- 
versally used sizes of Holo-Krome Set Screws and 
Wrenches packaged in one selling unit—No. 497. 
Small Tool Shops, Tool Rooms, Garages, Factories 
and various types of service companies are a few 
of the outlets for No. 497. 


144 Screws (10 sizes) 48 Wrenches (6 sizes), attrac- 
tively packaged, weighs less than 3 lbs. and meas- 
ures 9% x 8 x 1% inches. 


Another sales creating item—another way to build 
volume at a profit backed by the Holo-Krome 


100% Distributor Sales Policy 
In close-up. Wilson W. Radcliffe, a 
THE HOLO-KROME SCREW CORPORATION, Hartford, Conn, ye Ot ee es cece inet 


and son of the well-known head of that 
Manufacturers of FIBRO FORGED Socket Screws | company, W. J. Radcliffe. Wilson is 
| coming along fast in the supply business 
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Profitable —for the distributor - - - - because 
customers know that the Brown & Sharpe line is 
Dependable —and Modern in Design. 
The Brown & Sharpe distributor gets “‘Quality 
Business” by selling “Quality Products” 


Brown & Sharpe Mfg. Co. BS 
Providence, R. I. 
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BROWN & SHARPE 
TOOTS 
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Coffing New Safety-Pull Ratchet Lever Hoists are 
used in all industries . . . mines, factories, logging 
camps, oil fields, machine shops, and by railroads 
and construction and utility maintenance crews 

. in fact anywhere that a light, portable, com- 
pact unit is needed. The initial cost is low and they 
stand up under hard, steady, day-in-and-day-out 
usage. 


Their long-lived, efficient performance is one of 
your greatest sales helps. The new safety features 
PLUS the many well-known Coffing advantages 
establish you with your customers. Make these 
major markets pay you better—sell COFFING 
Hoists and build sales volume. 


COFFING new 
SAFETY-PULL RATCHET LEVER 
HOIST - helps you to sell the 
Major Markets — PROFITABLY 





COFFING ‘tic.’ HOISTS 


SPUR GEAR © RATCHET LEVER @ ELECTRIC 





Danville 











COFFING HOIST COMPANY 






















































































Valley Ball Bearing Grinders 
have long enjoyed an enviable 


reputation ‘or complete satis- 
faction in service—for low upkeep cost 
and the most economical, efficient per- 
record leads to 
sales for Valley distributors 


Valley Grinders are powered by famous 
Valley Ball Bearing Motors, every unit 
is protected by the Valley Guarantee. 


adjustable tool rests. 


Valley's reputation for 


The Performance Record of 


Valley Grinders teads the Way to 





heavy shafts, 
wide wheels, 





quality tools, the record of accuracy 
and performance, has created wide ac- 
ceptance for Valley Grinders the world 
over. Sizes from '/4 h.p. Bench to 
5 h.p. Pedestal model. Write for 
prices and data on special profit mak- 
ing franchise for Valley distributors. 








Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS, MO. 
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Machinery Supply New 
In Minneapolis 


Announcement has been made of 
the formation of the Machinery Sup- 
ply Company, Incorporated, at 537 
South Seventh street, Minneapolis. 

Officers of the new company are 
A. J. Burns, president; C. H. Fair- 
banks, vice-president, and W. S. 
Felton, secretary-treasurer. Both 
Messrs. Burns and Fairbanks were 
formerly with the F. E. Satterlee 
company of Minneapolis. Mr. Burns 
was with Satterlee for 15 years and 
acted in the capacity of sales man- 
ager during the last seven. Mr. 
Fairbanks has spent more than 20 
years in machinery sales. Mr. Fel- 
ton is a former engineer for the 
Waters-Genter Division of the Mc- 
Graw Electric Company. He will 
specialize on metal finishing equip- 
ment, as he was concerned with 
metal finishing for about 15 years 
in the McGraw organization. 

According to Mr. Burns, the Ma- 
chinery Supply Company, Inc., will 
carry in stock approximately twelve 
supply lines. The company has 465 
square feet of stockroom, which is 
completely equipped with the latest 
type of steel shelving. A perpetual 
inventory on all items is being in- 
stalled, and this will be so arranged 
that each card will show not only 
the figures of stock on hand, but the 
selling price for each item. 

Stocks carried will include drills, 
taps, reamers, cutters, general form- 
ing tools, tungsten carbide tools, 
steel scratch brushes, platers’ equip- 
ment, power transmission equipment, 
leather belting, other industrial sup- 
plies and several machine tool lines, 
Mr. Burns states. 

It is the company’s plan to cover 
Minneapolis and St. Paul and the 
southern part of Minnesota in its 
sales activities. In addition to the 
three officers, who will also act as 
salesmen, Mr. Burns states that two 
specialty men will be included in the 
sales set-up. 

Mr. Burns further states that it 
is the organization’s aim to special- 
ize on individual lines. 





In outdoor consultation, William Hobbs 

(left), plant superintendent, and John 

Rausch, sales manager of the Wash Co. 

Danville, Ill., have a little get together 
in the sunshine 
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: j THE FIRST THING done in thousands of plants today when the need for 
- 
he bearings or bearing metals arises is to consult the Bunting Catalog. Bunting is recog- 
o nized by mechanical industry as the one outstanding supply source for such materials. 
va More often than not the exact Bunting bearing required is found among the hundreds 
1e of different sizes of Bunting Standardized Bearings instantly available from the Bunting 
it wholesaler. Bunting Precision Bronze Bars and Bunting Babbitt also offer exclusive 
1- advantages which are well and widely known among mechanical men. 
This popularity and respect are translated into volume and profit by hundreds of 
leading mill supply wholesalers every day. Are you among them?.. The Bunting 
Brass & Bronze Company, Toledo, Ohio ... Warehouses in All Principal Cities. 








BUNTING (i: 


BRONZE BUSHINGS - BEARINGS 
3 PRECISION BRONZE BARS 
BABBITT METALS 
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M FIRST PUNCH 


THE STORY 


When you're out fighting for bigger 
orders . . . it's that first punch that 
really sells your sales story. 


That's why so many salesmon have 
found Key Graphite Paste the “Real 
McCoy” for opening their sales talks. 
Everyone wants ... everyone needs 

everyone uses Key Graphite 
Paste and when it starts your sales 
talk, it sets a first YES for other YES’S 
to follow. 


Try this Key method to better sales 
and bigger commissions. Get your cus- 
tomer in a buying mood with Key 
Graphite Paste . .. then watch him 
keep right on buying your other prod- 
ucts. 


Here’s Why They Buy 
Key Graphite 


(1) It's absolutely 
leak-proof 
against high 
pressure steam, 
gasoline, kero- 





sene, etc. 
(2) 1* expands un- 
der heat. 
(3) 1¢ lubricates as 
it seals. 
(4) Leaves joints easy to discon- 
nect and clean. 
(5) Key Graphite Paste is economi- 


cal... it requires only water 
for thinning. 


Use the Key Graphite Paste (the Yes 
Product) approach on your next cus- 
tomer . . . knock out bigger orders... 
earn bigger commissions for yourself. 
Because, Key Graphite Paste not only 
makes it easier to sell your other lines 
but. . . there’s a mighty sweet purse 
for you in every Key Graphite order. 





2621-A McCasland Ave. 


East St. Loui«, Ill. 














| 000 sq. ft. 


Woodbury Builds 
New Warehouse 


Ground was broken in September 
for a new warehouse to be built for 
Woodbury & Co. at Northwest 23d 
avenue and Nicolai street, Portland, 
Ore. The building and equipment 
will represent an investment of more 
than $115,000. In it will be consoli- 
dated stock now carried in three 
rented warehouses outside of the 
main building in downtown Portland, 
which the company will continue to 
occupy as a main office and for stock- 
ing industrial supplies. 

The new building, to be ready for 
occupancy in February, will be one 
story and will cover an area of 60,- 
There will be three bays 
of trusses spanning the width of the 
building. Each bay will be served 
by a three-ton, overhead, electric 
traveling crane with a span of 65 ft. 

The principal stock to be carried 
in the new warehouse will include 
hot and cold rolled steel, stainless 
and alloy steels and tubular prod- 
ucts, together with some miscel- 
laneous lines other than steel. 


William H. Taylor & Co. 
Holds Industrial Show 


An industrial show held by the | 


| William H. Taylor & Co., Allentown, 
| Pa., featuring exhibits by the vari- 





ous manufacturers they represent 
was held from Nov. 1-5. 

During the five. days of the show, 
representatives of the companies ex- 
hibiting wére on hand and much in- 
terest was displayed among buyers 
and the various factory and indus- 
trial groups that attended. 








ALOHA! 
Hawaii 


Mr. and Mrs. Sam Baird bid 
farewell as they embark for 
Manila, P. |.—and Sam supplements his 
flower lei with one of his own, made 
from catalogs on Thor portable electric 
tools. Mr. Baird goes to Manila as the 
new manager of the Philippine Islands 
branch of the Independent Pnuematic 
Tool Company. He assumes the position 
vacated by Mr. W. E. Holm, former 
manager, who goes to direct the com- 

pany's activities in Australia 
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This 


partial 

view of the parcel 

post department at “Greenfield” 
suggests why distributors expect 
—and receive—prompt service as 
a matter of course. 





Over 97% of all orders for stock 
tools are shipped the same day 
the orders are received. You can 
give better service if you handle 
the “Greenfield” line. 


GREENFIELD TAP & DIE CORP. 
Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles 
and San Francisco 


In Canada: Greenfield Tap & Die Corporation 
of Canada, Lid., Galt, Ont. 


GREENFIELD 





GENTLEMEN ... YOUR PROFITS 


ARE IN THE BUCKET! 


yf 


BELMONT NO. 9 


Special Hydraulic 
Packing 
Made of Long Line best 
quality Flax stitched with 
strong linen thread into a 
moulded rubber and duck 
chonnel. The double com- 
bination of casing and flax 
makes two packings in one against the wearing 
surface. Supplied lubricated and graphited un- 
less otherwise ordered. 


BELMONT NO. 319 
Hollow Center Packing 
Made of finest quality closely 
woven rubber frictioned duck, 
wrapped on itself and moulded to 
size. The hollow center 
offers a point of least 
resistance, compensat- 
ing for changes in ex- 
pansion and contraction. 


BELMONT SAMPLE KIT 


Open view illus- 
trating how this 
kit simplifies the 
selection of Bel- 
mont Packings— 
making it possi- 
ble to see for 
yourself their 
quolity and con- 
struction. 


Via leading trade publications, that's 
what we're telling packing buyers this 
month—vividly pointing out how buckets- 
ful of waste drippings are costing indus- 
try a fortune every year. A fortune 
which—the ad goes on to say—could be 
saved by the proper use of Belmont 
Packings. 

And gentlemen—as a Belmont distribu- 
tor—your profits are in that very same 
bucket . . . provided you'll personally 
follow up this smash advertising with 
the Belmont sales story. And what a 
sales story you have! 

Stress the 50 year quality record that 
stands behind the Belmont 

name. Point out how much 

WASTE is costing that par- 


ticular plant—and how Belmont Packings 
will stop that waste. Then bring out 
your Belmont Sample Kit and actually 
show your customer the quality of the 
packing you recommend. It's a point- 
of-sale sales argument that practically 
always brings home the bacon. 
And here's a point to remember. Every 
Belmont ad is telling your prospects tc 
look for you and your Belmont Sample 
Kit. The kit is more than just a potent 
sales factor. It's your identiication as 
a distributor of Belmont Packings. It 
poys to keep it with you. 
Some choice territories stil ofen. 
Write today. 
Belmont Support Helps Dis- 
tributor Sales. 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


ee 


N G § 


THE BELMONT PACKING & RUBBER COMPANY 
| BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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BETTER 
SPIRAL 
WOUND 
GASKET 


¢ MORE METAL 
e MORE PLIES 


e MORE RESISTANCE 
TO PRESSURE 


e A BETTER SEAL 
ASK FOR SAMPLE AND TRY IT YOURSELF 


AZOR CORPORATION 


Federal Trust Building 
NEWARK, N. J. 
































AGENTS 


Handle th 











s popular gosket 


Ask for details of heilpfu 








merchandising policy 
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| the election of 
| Gowin-Lyons 
| Co., Mobile, Ala., as president of the | 


| Lyons New President 


Hardware Association 


At the final session of the National 
Wholesale Hardware Association 
held in Atlantic City, N. 


17-20, announcement was 





MARK LYONS 


Mark Lyons, Mc- 
Hardware & Supply 


association for the coming year. 
Members of the American Hard- 
ware Manufacturers Association met 
for its semi-annual convention with 
the wholesalers’ association. Elected 


| to head this group for the coming 
| year was H. B. Wilson, of Mathias 
| Klein & Sons. Vice-presidents chosen 


were: Richard Harte, Parkersburg, 
W. Va.; P. E. Barth, New Haven, 
Conn., and N. J. Clarke of Cleveland. 
Charles F. Rockwell was again 
named secretary-treasurer. 
Vice-presidents to hold office for 
the coming year in the National 
Wholesale Hardware 


ware Co., Seattle; W. W. French, 


Birmingham, Ala., and A. W. Howe, | 


J. M. & L. A. Osborn Co., Cleveland. 
George A. Fernely, 
will continue as secretary-treasurer. 


| Power Show To 


Open December 5 


Over 250 exhibitors already have 
engaged space for the Thirteenth 
National Exposition of Power and 
Mechanical Engineering which will 
be held at Grand Central Palace, 
New York, during the week of De- 
cember 5 to 10, 1938. Advance re- 
ports indicate that, with gradually 
improving business, manufacturers 
are taking an increased interest in 
the exposition. 

The Exposition will occupy three 
floors of Grand Central Palace, and 
in keeping with the management’s 
successful registration policy, will be 
attended by a selected audience, esti- 
mated at more than 40,000. 
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J., October | 
made of | 





Association | 
are: Charles H. Black, Seattle Hard- | 


Philadelphia, | 





WE PAY 


‘ 


YOUR CUSTOMER 





TO MAKE TROUBLE 
FOR US ve cmon cm 


lose when they buy Darts. For i 


any Dart union fails to do its job 
—and do it right—your customers can 
send it back and get two Darts in 
return. We think that’s a pretty qood 
It's stood for many years, 
We can make this 
2 fo 1 offer because Darts make good 
job... because Dart seats 
are extra wide, ground to a true ball 
- because Dart bodies are ex- 
indi- 
These 
proven advantages add up to smooth 
Write to- 


guarantee. 
with few takers. 


on the 
joint .. 
tra heavy ... because they're 
yidually tested at the factory. 


selling—and good profits. 
day_for Dart’s jobber policy. 


\ 
\\" 


| 






Sales Agents: 

The Fairbanks Company, New York 
and all branches. 
Canadian Factory 

Dart Union Company, Ltd., 
Toronto, Canada. 





E.M. DART MFG. CO. , Providence, R.I. 


— 

















et GUARANTEE 
res for VALVE TOUGHIESS 


ag ENDURANCE x SAFETY 





he WRITE FOR CATALOG 


BRANCHES; NEW YORK PHILADELPHIA CLEVELAND CHICAGO KANSAS CITY DALLAS 


HENRY VOGT MACHINE CO., INCORPORATED, LOUISVILLE, KY. ; 
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HERE’S 











7, IDEA 


Worth Looking at... 


% Maybe you are among the supply men who have already 
accepted the profit opportunities in die cast pulleys and 
flexible couplings. 

Maybe you’re not—and are interested in the story we 
can tell you about our good line. 

There’s money in these small products—and ready sales 
that will constantly build up repeat business. 

_ The Congress Line of V-Belt Pulleys and Flexible Coup- 
lings is “tops” —carefully made, beautifully finished and 
boxed for your convenience in stocking. And the profit 
margin helps to pay you dividends. 

Let’s get together! 








CONGRESS TOOL & DIE CO. 


9026 LUMPKIN AVE. DETROIT, MICH. 



















WHERE 
THERE'S 
A 
HOISTING 
JOB 

TO BE DONE 


..there’s a 
PEERLESS 
HOIST 

TO SELL 


THE HARRINGTON CO. 
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DISTRIBUTORS 


stay with PEERLESS 


hecause they make 
more money..... 


Ability to meet all hoisting require- 
ments in every plant — knowledge 
that PEERLESS HOISTS point for 
point are superior lifting tools— 
experience in the hands of users 
establishing greater safety, strength 
and longer service—these sales ad- 
vantages give PEERLESS DISTRIBU. 
TORS an outstanding entré into 
the hoist business in their territories. 
To sell PEERLESS HOISTS is to 
build sales, satisfaction and profits. 
PEERLESS DISTRIBUTORS know 
this—and continue to handle the 


PEERLESS line. 


17th & Callowhill Sts., 
Philadelphia, Pa. 
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O. Iber Company Buys 
Wallace Business 


The O. Iber Company, well known 
Chicago distributing organization, 
has purchased the contents, equip- 
ment and good will of the firm of 
William Wallace & Sons, for more 





Oscar Iber, president of O. Iber Co., 
Chicago, shakes hands with his new man- 
ager Charles Karmann who will head 
the recently purchased William Wallace 


organization. The firm will now operate 
under the Iber name with no change in 
its location at 513 North Wells St. 


than 50 years in the industrial sup- 
ply business at 513 North Wells 
Street. 

Under the new ownership and the 
Iber name, the old Wallace organ- 
ization continues to operate at the 
Wells street address. Charles Kar- 
mann, for several years with Wm. 
Wallace & Sons, has been appointed 
manager, and no other changes in 
the organization are contemplated. 

The O. Iber Company, 20 years in 
business, continues to operate the 
establishment at 626 West Randolph 
Street. This building, which was 
damaged by fire recently, has been 
rebuilt and modernized and the stock 
has been replaced by new merchan- 
dise. Oscar Iber, president, feels 
that, with a store and warehouse on 
the near west side and a store on 
the near north side, his company will 
be in a position to render its custom- 
ers even better service than in the 
past. 

The building at 513 North Wells 
street was erected shortly following 
the Chicago fire, the first occupant 
being a hardware and industrial sup- 
ply business. The late William Wal- 
lace purchased the place a half-cen- 
tury ago, and his son, Robert Y. 
Wallace, popular member of the Chi- 
cago mill supply fraternity, who has 
just retired with the transfer of 
ownership, was with him from the 
beginning. 
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Their Blades are made of 
» 
ls E: ‘ 

rs ‘TEM, CROSS= 

7 INGERSOLL PROCESS STEEL 
1e 
4 This steel is tillage steel pro- 
d duced by the world's largest 
. manufacturer of plow discs 
in and harrow discs. It is cross- 
. rolled to give an interlock- 
is ing, mesh-grain structure... 
: then heat-treated to hold 
- edge keenness and to resist 
Is eaae ° 
: splitting and curling. 
n e e * 
ll 
1- Available in all types and grades. 
os Round or square points, black or 
is polished finishes. All Alloy, A and 
g B Grades are heat-treated. Send 
4 cnicad™ poieeren for Ingersoll Shovel Catalog. 
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You don’t have to “sell” 


MARVEL 


High-Speed-Edge! 


There's no question about it. . 
don’t have to put the old sales pres- 
sure behind MARVEL High-Speed-Edge 
Hack Saw Blades, we've done that for 


+ you 


you—through many years of consistent 
advertising, factory men and continu- 
ous production of the finest hack saw 
blades obtainable! 


Every man who knows cutting steels 
instantly recognizes the advantages of 
the MARVEL High-Speed-Edge BLADES. 
He knows it's the finest cutting edge. 
He knows that the Genuine 18% Tung- 
sten Steel means faster cutting and a 
longer lasting edge . . . and combined 
with the MARVEL unbreakable factor, 
it means more cuts per dollar because 
ordinary high speed blades usually 
break before they have delivered half 
of their cutting life. 


The man who knows tools and cutting 
steels recognizes this as no mere 
“sales talk’ but fact... fact which 
means profit to him—and you! 


Display your MARVEL High-Speed- 
Edge Hack Saw Blades well—let your 
customers know you have them. . 
use them to build and hold profitable 
business. 

Write for Catalog and Proposition 


1. Unbreak- 





able Alloy 
Steel Body 

2. Electrical- y | 
ly welded 3. High Speed 
by secret Stee! Cut- 
process ting Edge 


ARMSTRONG - BLUM MFG. CO. 
“The Hack Saw People” 
5753 Bloomingdale Ave., Chicago, U.SA. 
Eastern Sales Office: 199 Lafayette St. 
New York, N. Y. 
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Pictured at dinner, previous to a sales meeting in the Ansley Hotel, Atlanta, are members 

of various departments of the J. M. Tull Metal & Supply Co., Atlanta Ga. and representa- 

tive of the Chain Belt Co., of Milwaukee. Principal speaker of the evening was F. W. 
Taylor, district manager for Chain Belt 








IT’S GOOD 
BUSINESS | 
4/\\ TO USEGoop fe 
4\\ users a 
4 4\i > oe 4 
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< 





One of the very attractive exhibits at the recent Foremen's Exposition in Akron Ohio was 

this display of the Osborn Mfg. Co. A representative group of Osborn brushes are shown 

along with raw materials used in manufacture. M. C. Pecsok, D. A. Simison and E. H. 
Meyer of the Osborn sales staff were in attendance 





Over 100 were present when the sales department of Strong, Carlisle & Hammond Co., 
Cleveland entertained manufacturer representatives at a golf tournament 
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"Tve Licked Wear and Care 


with this new 
Jenkins ‘Armor Seat’ Valve” 


Special Alloy Steel Plug and Seat 
EXCEEDING 500 BRINELL HARDNESS 


So hard—that it cannot be cut by throttled steam—nor harmed 
by boiler scale, pipe chips, welding beads, grit, rust. Here's a 
valve to cut your costs on hard duty service—such as throttling 
for pressure reduction, water column blow-down, drips, drains, 


oot blowers, injectors, beating coils or any close regulation of 
~« é steam. Try it on the toughest job in your plant. 


















regrindin 






seve! Seo seats 
special Alloy tron Body ENKINS Fig.976 “Armor Seat” Regrind-Renew Valve, here illustrated, 
pronze Body All-trom is the king pin in the complete line of Jenkins Regrinding Valves. 
All-Bronze ted Bonnet In addition to its special alloy steel plug and seat of unique design to 


Union Bonne 


insure uniform contact over entire length of seat, this valve provides 
125 to 300 
$teo 


m many other advantages that assure long life and trouble-free service 
600 P including: — 
175 to ’ 
ou, Water: 


Perfect-grip handwheel - Extra heavy bronze body + Heavy manganese bronze spindle 
+ Self-aligning packing gland + Extra deep stuffing box + More spindle threads in con- 
tact with bonnet - Large, heavy union bonnet - Complete interchangeability of parts. 
Into these valves are built that extra quality and extra stamina 
synonymous with Jenkins—your assurance of low cost maintenance 
and freedom from expensive replacements. 

Ask your supply man for this valve — or write to us for Folder 176. 


JENKINS BROS., 80 White Street, New York, N. Y.; Bridgeport, Conn.; Boston, Mass.; 





Atlanta, Ga.; Philadelphia, Pa.; Chicago, Ill.; Houston, Texas; Montreal, Canada; London, England 
gives you everything in Regrinding Valves 
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| ROPER | 


ROTARY GEAR 


UMP 


Possess Exceptional 


FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 
e 





That's what you need in these days of hard 
selling—logical, easily recognized principles 
of construction and operation that gain the 
immediate interest of your prospect. 


The Roper line has that to offer you, plus a 
quality of materials and workmanship that 
goes unchallenged. The thoroughly modern 
Roper plant was built to produce pumps that 
you can move with a minimum of sales re 
sistance 





For Gasoline and Oil 


An important number in the Roper 


ine—Fig 00 MARV, a general 
servi pump used for transferring 
gasoline l water, etc., in lara 


uantitie at industrial plants, bulk 
itions and refineries 





A Pump With A Wide Market 


Fig. 44F ised for water supply and 
f handling various liquids, such as 


brine gasoline ete has 1 





Write now for the complete story on the 
Roper Line. You will be definitely interested. 


GEO. D. ROPER CORP. 


Rockford — Illinois 
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Members of Standard-Machinists Supply Co., Pittsburgh, and representatives of Simonds 
Saw & Steel Co., held this sales promotion meeting prior to the coming of the Simonds 
caravan to the Pittsburgh area. The caravan will visit all industrial plants in this locality 





Members of Republic Rubber Division, Lee Rubber & Tire Corp., came from all sections 
of the country for their annual sales conference October 6 and 7. New products, 
improvements in standard lines and sales and sales promotional matters were discussed 


Gilmer Co. Offers New 
Counter Catalog Stand 


A counter catalog stand that is a 
convenience not only for counter use 
but also for clerical use on ordering 
and pricing operations is being of- 
fered by the L. H. Gilmer Co., Ta- 
cony, Philadelphia, Pa., in connec- 
tion with their merchandising of 
Gilmer belts. 

This stand is of standard steel 
construction with capacity for eight 
inches of catalogs. The catalog hold- 
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ers can be removed instantly allow- 
ing for quick changes of sheets. 


Lewis Supply Builds 


Lewis Supply Co., Memphis, broke 
ground on Oct. 23 for a new ware- 
house opposite their present build- 
ing. They also announce the ap- 
pointment of T. G. Miller as man- 
ager of the Helena, Ark., store, and 
the marriage, Oct. 7, of Norman H. 
Stovall, assistant bookkeeper, to 
Miss Bessie Linwood Jack. 











7 Quick Facts About 


LUBRIPLATE 
LUBRICANTS 


1 Produces a wear- 
resisting film on 
working surfaces 


2 Resists rust corro- 
sion and pitting 


3 Lowers mainten- 
ance and power 
costs 


Lubriplate is white 
and clean 


Outlasts ordinary 
lubricants many 
times 


Cheapest in the 
long run. A little 
goes a long ways 


a lOO 


Available in fiuid 
and grease types 
for every need 














| FISKE BROTHERS REFINING CO., Newark, N. J. ¢ Toledo, Ohio 








Get You in — BECAUSE: 


Lubriplate Lubricants enable you 
to challenge the most difficult 
lubricating job in any plant. 
Under any condition. Lubriplate 
gives you the most powerful 
lubricating sales instrument be- 
cause it demonstrates what it 
can do. With Lubriplate you 
check “canned” sales talks at 
the door. 


Keep You in — BECAUSE: 


Lubriplate delivers on the tough 
jobs. It never lets you down. 
And it builds you up for the 
easier jobs. 

But don't take our word for it. 
Read the true stories printed in 
the column at the right. You've 
probably heard about those dis- 
tributors. Maybe you’ know 
them. But read how and why 
they made sales with Lubriplate 
Lubricants! Then get complete 
details from us. Write today. 
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READ WHAT 
OTHERS SAY 


©6 We've sold 236 separate 
users of Lubriplate since 


1935 when we took on the 
line. Since January (1938) 
we have added 53 new 
Lubriplate accounts. By all 
indications we will add an 
equal number before the end 
of the year.29 

CHARLES H. Bauer, Pres. 
Tri-State Corp., Philadelphia 


Coy, sold 216 Lubriplate 
accounts in 6 months. All 
in the Seattle Trading area! 
All we asked was ‘Try 





Lubriplate in your toughest 
lubricating job’. Lubriplate 
succeeded where other lubri- 
cants had failed. 9® 

C. H. Harven, President 
C. H. Harden Co., Seattle 


C6iv¢ been in the indus- 
trial supply business for 
33 years. I've never taken 
on a line that has been more 
readily accepted or deliv- 
ered such satisfying results. 
We sold 118 new Lubriplate 
accounts in 5 months! And 
we get our business by 
demonstrating Lubriplate to 
plant superintendents. 9 
T. W. Lewis, President 
Lewis Supply Co., Memphis 











Put this ede tome: te work! 





Simply pull the thin shim stock 


through the slot and cut it off 


HOW TO MAKE IT PAY—The market for shim stock is practically 
unlimited. Factories and mill repair departments use it daily. Get your 


share—and real profits—by building 


business. You best do this by handling our pockaged shim stocks — which 
sell larger, more profitable units and automatically bring steady “‘fill-in” 
orders. We supply you with the complete line you need, supported by a 


complete dealer campaign. 


METAL DISPENSING RACK FREE—A proved quick-sales device made 
popular by its all-around utility and handiness. Rack is free with the stock 


it holds. Send for complete information. 


LAMINATED SHIM COMPANY, INC. 


21-40 44th Avenue L. 








MONO-BILT 
Wire Wheel Brush 

% MONO-BILT Wire Whee! Brushes 
are made of specially drawn, thor- 
oughly crimped steel wire inter- 
mingled into an all metal accurately 
balanced unit of exceptional strength 
and durability. 

Interchangeable centers, available 
in 2" to \'/2” arbor hole sizes, en 
able the distributor to quickly ad*nt 
the brushes for any size shaft within 
this range. 


PROVING 
THAT REAL MONEY 


SHIM STOCK SALES! 


@ 
EW “ECONOMY CARTON’ OF SHIM STOCK . 


more profitable unit of sale! This handy kit contains 4 rolls of 
precision brass shim stock, each 50 in. 


long; .001 


and handling. Carton stands on its easel, or hangs from wall. 













up volume sales and ‘repeat’ 


I. City, New York, N. Y. 


Regardless of how highly a product is adver- 
tised . . . how re 8 it is marketed .. . 
performance is the deciding factor in the 
long run. 


For this reason we urge you to take advan- 
tage of the real selling job MONO-BILT Wire 
Wheel Brushes can do for you. Once in the 
hands of your potential users, these tested 
time and labor-saving tools are bound to 
bring you worthwhile results. Likewise, be- 
cause they are adapted for many uses too 
numerous to mention, your market is constant 
and unlimited. 


From a repeat sales and profit standpoint, 
you'll find in most cases that a proven product 
like MONO-BILT Wire Wheel Brushes "clicks" 
for you every time you say “TRY THEM". 


THE MILWAUKEE BRUSH MFG. CO. 
2212-2236 North 30th Street Milwaukee, Wis. 


MILWAUKEE INDUSTRIAL BRUSHES 
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CAN BE MADE OUT OF 


.002, 
.003 and .005 inch thicknesses. Prevents waste; saves time 

















Our Readers Say 








Territory Jumper 


Losing Out 
Editor, MILL Supptiigs: 
Your editorial entitled “Sinned 


Against or Sinning” covers a subject 
which has been in the process of cor- 
recting itself for sometime and is 
not nearly the problem it once was. 
This, I believe, is caused by several 
changes in the picture of industrial 
distribution. 

By far the most prominent is the 
springing into the picture of the 
smaller supply houses located in al- 
most any industrial center, which 
has forced the territory jumper, 
despite his lower prices, almost 
out of the picture. 

Another reason is the improve- 
ment in business ethics and practices 
which recognize the Golden Rule. 
Another, and more selfish reason, is 
that, forced to constrict his sphere 
of operation, the former territory 
jumper finds he can increase his 
business nearer home by concen- 


| trated effort and consequently make 


| that the 








more profit, or it possibly might be 
N.R.A. and the Robinson- 
Patman Act have taught the distrib- 
utor something which also tends to 
limit such activities. 

We find that about the only type 
of business that now causes a slight 
ripple of this nature is the whole- 
sale hardware houses with combina- 
tion hardware and mill supply sales- 
men and even this class of competi- 
tion is becoming less and less. 

Very truly yours, 
W. C. HUNTER, 


The Ross-Willoughby Co., 
Columbus, Ohio 
President and General Manager 





Keeping mighty busy these days is Ed- 
ward Norris, president of Utica Drop 
Forge & Tool Co., Utica, N. Y. 
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! @ CONCENTRATE ON 
: “MORSE TOOLS AT 
THE WORKHEAD” 
WHETHER THE JOB 
: IS DRILLING, REAM- 
: ING, THREADING OR 
MILLING. YOUR CUS- 
TOMER GAINS NEW 
PRODUCTION ECONO- 
MY... YOU GAIN THE 
ADVANTAGES OF 
SELLING A COMPLETE 
QUALITY LINE FROM 
A SINGLE SOURCE . . 
ADVERTISED .. ACCEP- 
TED . . SUPPORTED. 


EERE ELECECAELAEERAAAL 


jeaae 



















The Morse Line 
includes 
High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 


TWIST DRILL AND 
MACHINE COMPANY 











NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE STREET - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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YOU'LL SAVE 


TI 


AND TROUBLE 


YOUR CUSTOMERS WILL Sx- 
BE MORE SATISFIED WHEN | fs fae 
vou stu Mational OY 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 














DRILL ano TOOL CO. 
U. S. A. 
Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 


~ NATIONAL TWIST 


DETROIT 


Factory Branches: . New York ~« Chicago °* Philadelphia ° 


Distributors in Principal Cities 


Cleveland 





















W-S 
FORGED 
STEEL 


FITTINGS 
for 


HIGH TEMPERATURE 
HIGH PRESSURE 
SERVICE 


W-S Forged Steel Fittings offer definite 
advantages in terms of long life and low 
maintenance. By stressing these benefits 
—to power plants, chemical and hydrau- 
lic plants, in fact wherever pipe lines 
carry oil, gas, steam, water, or ammonia, 
you can build a profitable repeat order 
business. 

Investigate the liberal Watson-Stillman 
distributor set-up—and the possibilities 
it offers for increased sales and profits. 


Tke Watson-Stillman Co. 
Roselle, N. J. 
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Four executives of the Buckeye Brass 
Mfg. Co. that attended the Strong, 
Carlisle & Hammond Co., golf tourna- 
ment recently. They are (left to right): 
L. E. Christopher, sales manager; O. G. 
Gundel, president; G. A. Mook, mana- 
ger order department, and L. P. Di- 
singer, vice-president 


Carborundum Co. 
Elects Officers 


The Carborundum Co. has an- 
nounced the appointment of Charles 
Knupfer and Henry P. Kirchner as 
vice-presidents, and Secretary Ar- 
thur Batts and Mr. Knupfer as mem- 
bers of the board of directors. 

Mr. Knupfer, who joined Carbo- 
rundum in 1907, has been European 
sales representative and_ district 
sales manager in Philadelphia. Since 
1936 he has been general sales man- 
ager at Niagara Falls. 

Mr. Kirchner was employed in 
1919 as maintenance engineer and 
was made works manager in 1927. 
He is a holder of many patents. 

Mr. Butts has been with the com- 
pany for 37 years. He has been an 
accountant, assistant secretary, of- 
fice manager and secretary. 


GRAFT PELLE CO 
7 


ad Ss >) 1] ca, 











Al Thornton (left) district manager for 

Beaver Pipe Tools, Inc., demonstrates the 

Model-B pipe machine to Henry Pelle, 

J. Graft, Oscar Stocker and Chester 

Miller all of Graft-Pelle Co., Louis- 
ville, Ky. 
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Quaker keeps modern bytheinstallationofnew of raw materials; rigid inspection of finished 
costly machinery of the latest development. products, all under the supervision of experi- 


Quaker offers the Distributor a com- enced executives, produces a qual- 
plete easy-to-sell line of Mechanical BELTING ity of rubber goods that are readily 
Rubber Goods. HOSE sold by the distributor. It will pay 


For over half a century Quaker PACKINGS you to KEEP MODERN WITH 
has been manufacturing quality QUAKER on your rubber goods. 
belting, hose, packings and moulded Ask about the Quaker franchise and 


goods. The employment of highly policy of Distributor protection. A 


skilled mechanics, careful selection If it’s a QUAKER letter will bring the facts. 
Product, it’s Guaranteed 


WAKER CITY RUBBER COMPANY: 


wee g 50 YEARS 





PHILADELPHIA . NEWYORK - CHICAGO -+ SAN FRANCISCO 
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VERTICAL 
"Red End’ Rules 


Save time in making profit- 
able sales — show Lufkin 
Vertical “Red End” Rules. 
They have all the features 
that make the famous 
Lufkin “Red Ends” the 
world’s best selling folding 
rules, plus vertical figures 
for those who want them. 
Readings are easily taken 
no matter in which direc- 
tion you measure — left, 
right, up, or down. 


Udall h 


»AGINAW, MICHIGAN 


TAPES - RULES PRECISION TOOLS 











G. Walter Ostrand, general manager, 
Caldwell-Moore Division, Link-Belt Co., 
Chicago, holds the door open so there 
will be no delay in getting back to his 


desk when the picture-taking ordeal 


is over 


Gilmer Opens 
Chicago Branch 


A new and direct factory branch 
in Chicago is announced by the L. H. 
Gilmer Co., Tacony, Philadelphia. 
Removed from 665 W. Washington 
Blvd., the new address is 351-363 
East Ohio Street. 

The new branch is in charge of 
A. B. MacFarland, for five years as- 
sistant to the sales manager of the 
company. He is assisted, in addition 
to an experienced office and ware- 
house group, by a factory-trained 
mechanical engineer and a sales staff 
experienced in the power transmis- 
sion field. 

Gilmer also 


announces the ap- 


| pointment of Philip J. Walsh as dis- 


trict manager of the Pittsburgh ter- 
ritory. Mr. Walsh enjoys wide 
acquaintance with plant and mining 
men as a result of sixteen years of 
industrial sales work in that tri- 
state area. 


Barrett Hardware Promotes 


Roy Olson, who has been inside 
salesman for the Barrett Hardware 
Co., Joliet, Ill., for several years has 
been promoted to the outside sales 
force and will cover the city of Joliet. 


New Officers for Jennison 


New officers announced by Jen- 
nison Hardware Co., Bay City, Mich., 


are: G. B. Jennison, president and 






treasurer: G. W. Cooke, vice-presi- 
dent and F. E. Merritt, secretary. 
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TOPS 


FOR JOBBERS 


@®Why are ARRO expan- 
sion bolts “tops” for the job- 
ber? 

ARRO expansion bolts and 
allied products are sold 
only through the jobber— 
offering a preferred and pro- 
tected market .. . a market 
of steady profit. 

ARRO expansion bolts are 
correctly designed to meet 
every requirement expected 
of them . .. Cadmium plated 
to resist rust and corrosion 
. .. precision threaded to in- 
sure perfect and quick ap- 
plication. 

So, bring your profit up to 
“tops” with ARRO expan- 
sion bolts and allied prod- 
ucts. Write for catalog and 
preferred discount sheet. 


ARRO EXPANSION 
BOLT COMPANY 


MARION OHIO 


yARRO™ 
EXPANSION BOLTS 
and ALLIED PRODUCTS 


SOLD ONLY THROUGH JOBBERS 
* 
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for Every operation on 
Lathes, Planers, Slotters 
and Shapers 


There is a correct ARMSTRONG TOOL HOLDER for every opera- 
tion on lathes, planers, slotters and shapers—almost 100 types and 
sizes, and there are thousands of tool makers and machinists using 
the wrong ARMSTRONG TOOL HOLDERS day after day just 


because no one ever tried to sell them the correct ones. 


“The Tool Holder People” 





Eastern Warehouse and Sales: 





MSTRONG 


Write for Catalog. 


ARMSTRONG BROS. 
305 N. Francisco Ave., Chicago, U. S. A. 


199 Lafavette ! 





oc a acne 





The cost of each tool holder is so slight when compared with the 
cost of the machine tool and labor whose output it governs, that 
any reasonable tool buyer wil acd the correct tool holders to his 
“Armstrong System" if the advantages are pointed out. 

Selling ARMSTRONG TOOL HOLDERS is like no other thing for 
(Ist) 96% of the Machine Shops and Tool Rooms use them (2nd) 
Each "Saves: All Forging, 70% Grinding and 90% High Speed 
Steel" not only on one job but on all similar jobs for a probable 
life of from 10 to 15 years. . . will make an extra profit on every 
machine tool, every hour. Talk their PROFITS to your customers 
and collect Real PROFITS for yourself. There is no other thing 
we know that can build a distributors tool sales as fast as a 
thorough knowledge and complete stock of esaeenaiatnitind TOOL 
HOLDERS. 






TOOL CO. 





. New York @ San Francisco @ London 
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Safety Belt Hooks and Lacers 
Give You More Profit! 


‘%& 2 
y 
uy 
. _ 






Let us explain, 
quote you and 
outline our sales 
co-operation. 


SAFETY 
Portable Lacer 











See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


The Best 
Belt-Lacing 
System 
with the Hooks are easily 
Largest —_ pr = 
surface of be 
ayy Full 6” Capacity 
Stouter These two features 
Stronger appeal * 
mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 


alves 


extra values 
at standard prices 


* VERY Kennedy Valve type has extra 
values which you can offer your 
customers at no extra cost to them or to 
you. For example, Kennedy Iron Body 
Valves are made of metal which is 50 
per cent stronger than ordinary cast iron. 
Kennedy operating mechanisms, bodies 
and bonnets, stuffing boxes, etc., all have 
special features that provide longer life 
and lower maintenance cost. Kennedy 
Extra-Value Valves are sold only through 
supply houses and at standard market 
prices. Write for complete information. 














Kennedy makes 
a complete 
line of iron 
and 
bronze valves 
for all stand- 
ard 
ments 
cast iron, mal- 
leable iron and 
bronze pipe fit- 
tings 


The Kennedy Valve Mfg. Co., 
Elmira, N. Y. 


KENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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Austin Webster has been appointed by 

the Flexible Steel Lacing Co. as resident 

sales representative in the southeastern 

states. Mr. Webster has been with the 

company at the factory for the past 
sixteen years 





Hill Clutch Re-establish 
Its New York Office 


The Hill Clutch Machine & Foun- 
dry Co., Cleveland, Ohio has rees- 
tablished its New York office at 90 
West St., and will operate as the 
eastern branch for power transmis- 
sion and agitator sales. 

Arthur L. Whiteside will be the 
eastern representative for the com- 
pany and in charge of the New York 
office. 





Philip Schaeffer Retires 


American Swiss File and Tool Co. 
has announced the retirement of 
Philip Schaeffer, vice-president. Mr. 
Schaeffer has been connected with 
the company for over 20 years. 





Jacks is their dish. J. B. Templeton 

(left), vice-president of Templeton, Kenly 

& Co., and E. D. Carthey of the same 

organization wore their best, but normal, 
smiles for the cameraman 
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SA Pillow Blocks SAF Pillow Blocks $sG Pillow Blocks 
Thousands of heavy duty appli- Same design 9% type. but For light duty °° bearing to. or 
cations Prove the ability ot equipped wit acor's °* applications where tow cost ema “ag 
these strong: compact ynits to clusive triple seal. must be considered 

all service conditions 





withstand 



























Flanged Housing* Cartridge Housings ReeplacE Boxes 
For ynusual servi With extended inner ¢ ball simples ad least Fit present hanget frames. For 
wide yariety © bearing: ideal for side frame its f mounting yse where removal of old frame 
i mounting. i is impractica!- 


conditions 








Hangers Post Hanse'* 
Modified Drop ange! de- 
all mounting: With § 
ings- Especially desirable for S 
ions. cations 


Drop 
ove powet, 
editor post or 


SAUCE TRANSMISSION 
APPLIANCES 
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Ambler Joins Barnes 
In Phila, Pa. 





It’s time to take PROFIT on | 


CONDENSATE 
BUSINESS 


Here is your market: 


Laundries @ Dairies © Dry Cleaners 
® Greenhouses @ Heating Plants ¢ 
Processing Plants 





CLYDE D. AMBLER 


The W. O. Barnes Co., Inc., De- 
troit, Mich., manufacturers of hack 
| saw blades and metal cutting band 
| saws, announces the appointment of 

Clyde D. Ambler, as their direct fac- 

. tory representative in Western Penn- 
AUTOMATIC BOILER SERVICE UNITS | pe ne and New York. Mr. Ambler 
has been on the other side of the desk 
for many years, having been con- 
nected with Sees & Faber Co., Phila- 
| delphia, at one time and for the 
| past five years general manager of 
| Alden Supply Co., Philadelphia. 








CONNERSVILLE naan 





Are engineered right priced right 
supply houses in the United States and Canada. 
selling, higher profit line NOW. 


and sold by leading mill 
Check in on this easier 
Write for complete catalog and _ prices. 


For over 50 years builders of pumps for industries and home water systems. 


ROOTS -CONNERSVILLE BLOWER CORP. 


TON NERS VILLE INDIANA 





Industrial Products Exhibit 
Held at Syracuse, Sept. 27 








The fourth annual _ Industrial 


The Desmon | Products Show at the Hotel Onon- 
resser daga in Syracuse was larger and 


more diversified than in previous 


Th d bl years and the products and services 
e most ura e were effectively demonstrated. 
After a dinner at the hotel on 
dresser made Tuesday, the show was previewed by 
purchasing agents and executives 
| who inspected each exhibit exhaust- 
ively. The interest of foremen and 
shopmen was evidenced by the large 
crowds on Wednesday and Thursday. 
The Syracuse show is now a fix- 
ture and is doing much to acquaint 
central New York buyers and their 
executives with available products 
and processes to reduce costs. The 
exhibit this year was under the di- 
rection of M. E. Jennings. 
The distributors who had exhibits 
at the show were: Belt Rope Supply 
Co., Baldwin-Hall Co., Burhans & 














The hex bearings nuts provide six pairs of bearings and Black, Burns Brothers, Drennan 
eliminate wear on the handle. Made in four sizes to take Nos. Hardware Co., Alexander Grant's 
0, 1, 2 and 5-H size Huntington Cutters. Sons, M. J. Kelly Supply Co., R. C. 

; Neal Co., Syracuse Supply Co., A. V. 

Write for a sample and complete information on this Wiggins & Co. 


Desmond-Hex Dresser which has exclusive sales features. 


THE DESMOND-STEPHAN MFG. CO. Dinsley With Channon 


Ray Dinsley, who has had 30 years’ 
U ~ B A N A, '@) oT | fe) experience selling contractors’ sup- 
plies and materials, is now with H. 
Channon Co., Chicago. 
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Di-Mol Withstands M 
Trying Feeds and Spe 
in Modern Machine Saw 
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Disston Di-Mol Blades 
Need no Coddling in 
the Hands of Shop Men 


cuts faster...lasts longer 


Disston Di-Mol means amazing economy in hack 
saw blades. Needs no coddling in hands of shop men 
... withstands strain of trying feeds and speeds 
developed in machine sawing. Has the stamina to 
meet modern conditions! 


This new, sensational value has quality and uniform- 

ity assured by the Disston name... Disston Di-Mol 

irs (on orange band on blade). Standard teeth, lengths, 

heir widths, thicknesses. Hand blades, 12 gross in box. 
ucts 


_ Machine blades, 1 dozen. 


. di- 


Order from your Distributor of Disston Di-Mol 
at Blades. Try them on special steels, modern alloys 
bits / DISSTON HIGH-SPEED — i mag en i eae tone ty ad a" 
STEEL BLADES castings and the like. Henry Disston & Sons, Inc., 
gitseps Philadelphia, U.S. A. Branches: Boston, Chicago, 
Successful incutting materials ° ‘ . . 
ab cutsisin Nata, calles Detroit, Memphis, New Orleans, Seattle, Wash., 
pivot steel, die steel, nickel Portland, Ore., San Francisco, Vancouver, B.C. 


chrome alloy. High-Speed ’ . . oe 
Pr a Or At Nata eet Canadian Factory: Toronto. 


furnaces—plus Disston work- 
manship in the blade —is 


ee ata oe eden FOR DEMONSTRATION WRITE YOUR DISTRIBUTOR 
sawing conditions. OF DISSTON DI-MOL HACK SAW BLADES 


—DISSTON DI-MOoL 


HACK SAW BLADES 
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Every item bearing THE CARD QUALITY label is 


guaranteed to perform satisfactorily. 


This means satisfied customers and profitable repeat 


business for CARD distributors. 
THE TAPS THAT BRING YOU PROFITS. 
S. W. CARD MFG. CO., Mansfield, Mass. 


DIVISION OF UNION TWIST DRILL CO. 





STORES: New York: 61 Reade St., Chicago: 11 South Clinton St., Detroit: 6540 Antoine St., 
San Francisco: 121 Second St., Los Angeles: 168 So. Central Ave., Seattle: 568 First Ave. So. 
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FOUR-STAR PERFORMANCE 
FOR STAR HACK SAW BLADES 





In the new metal boxes 
STAR “Moly” and Tungsten blades: 


* Sell fast * Save shelfroom 
* Stack straight * Stay in new-condition 


Sell them and reap the profits. 


CLEMSON BROS., INC. Middletown, N. Y. 
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Rinehart Talks To 
New York Hardware Men 


Members of the Hardware Square 
Club in New York City met at the 
Railroad and Machinery Club for 
lunch Tuesday, October 25. The 
guest speaker for the day was Harry 
R. Rinehart, Secretary of the Na- 
tional Supply and Machinery Dis- 
tributors’ Association, who discussed 
wages and hours legislation as it 
applies to industrial distributors. 
Because of the interest in Mr. Rine- 
hart’s subject, members of the North 
Jersey Mill Supply Club were in- 
vited to sit in. 


Motter Builds Huge 
Rotogravure Press 


In the machine shop of George S. 
Motter’s Sons Co., an affiliate of the 
industrial supply firm by the same 
name, in York, Pa., there is now 
under construction an 8-unit roto- 
gravure press which will be used by 
Alco-Gravure Co., of Chicago, when 
completed. The press has a total 
weight of 150 tons. It is 52 ft. 
long, 36 ft. wide and 19 ft. high. It 
will have a capacity for printing 
60,000 20-page sections per hour— 
figures which indicate it to be one of 
the largest presses of its type. 

Considerable interest in this proj- 
ect has been aroused in York and the 
Motter company is capitalizing on 
this interest to convey to the com- 
munity facts about the firm’s facili- 
ties. On a recent week several nights 
were set aside in which special 
groups, such as the Kiwanis Club, 
Foremen’s Club, etc., were invited 
to come in and inspect the press. 
These groups were routed into the 
machine shop through the aisles of 
the supply house. In these aisles 
attractive displays featuring prod- 
ucts in which Motter’s specialize 
were set up. Hundreds of people 
have called to view the enormous 
machine shop and each visitor has 
been adequately impressed with the 
scope of the supply division of the 
Motter firm. 





This attractive modern building is the 

new office of the southeastern sales dis- 

trict of Billings & Spencer, at Richmond, 

Va. The office is in charge of Taylor 
Brothers. 
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WIRE ROPE | 


"Precision" is easy to say but its accom- 
plishment is quit a different thing. 




















Gilmore Wire Rope is precise to |/1000 
of an inch in wire and strand diameter 
as well as length of lay. We know of no 

other Wire Rope that precise, which 

naturally makes it easier to sell. 


The production of Gilmore Ropes is 
controlled from J & L mines to the 
complete product which naturally en- 
ables us to make a befter product. 


Gilmore Wire Rope, with a new plant > 
and precision equipment and highly “sy 
skilled men with many years’ experi- 
ence, backed by outstanding metal- 
lurgical science, should give a much 
longer and more satisfactory serv- 
ice than other ropes, thus saving 
the user money. Send for catalog 
if interested. 





Other J & L Steel Products 


Seamless Stee! Boiler Tubes—Cold Fin- 
ished Shafting—Hot Rolled Bars, Shapes 
and Plates—Galvanized Roofing & Siding 
—Seamless and Weldad Pipe—Cold Fin- 
ished Bars and Stapes—Naile and Wire 
Products—Flat Galvanized Sheets. 


GILINORE 
WIRE ROPE DIVISION 


MUNCY - PENNSYLVANIA 
JONES & LAUGHLIN STEEL CoRPORATION 


PITTSBURGH: PENNSYLVANIA 
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HUNTINGTON 


IMPROVED 
GRINDING 
) WHEEL 

" DRESSERS 


(Pat. Applied for) 


INCREASE 


IN PRICE 


* Your customers will 
get longer life and 
efficiency from the 
New Improved Vin- 
cent - Huntington 
Grinding Wheel Dress- 
ers and at no increase 
in their price. New 
type bushings that will 
not turn and wear out 
the holes in the handle 
add greatly to the 
sturdy qualities and 
usefulness of these 
tools. For your cus- 
tomers it means defi- 
nite dollars and cents 
savings. For you it 
means increased sales 
and profits. 








These bushings used in all 
Special and #1 and #2 
Improved Huntington 
Dressers. 


These bushings used in #0 
Regular and Hooded Im- 
proved Huntington Dressers. 


6vert 
VINCENI 
Cutter 

Has 18 
Teeth 
Qi 


Them / 


Get our useful catalog 
pages — conveniently 
punched for use in 
your binders. 


THE 
VINCENT STEEL 
PROCESS CO. 
2434 Bellevue Ave. 
DETROIT, MICH. 
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Baltimore P.A.'s Sponsor 
Industrial Products Show 


Three full days and nights, Octo- 


ber 25, 26, 27, were given to the | 
third annual Industrial Exhibit at | 


the Lord Baltimore Hotel in Balti- 
more. The show was well attended 
and much interest was shown in the 


| products which were all attractively 














displayed. 

Among the 100 exhibitors were: 
Anderson & Ireland Co., Carey Ma- 
chinery & Supply Co., Wm. H. Cole & 
Sons, General Supply & Equipt. Co., 
Hajoca Corporation, Henry A. Kries 
& Sons Co., The Staysman Co., 
Standard Supply & Equipt. Co., The 
James Walker Co. 








Guess What! 


(Answers to questions on page 31) 








1. About 50,000 lb. on a }-in. 
ball. 


2. Vitrified, silicate, Bakelite, 
rubber and shellac. 

3. They make shaft alignment 
easier, reduce friction, overheat- 
ing and abnormal bearing wear, 
and if necessary make up for dis- 
tortion caused by belt pull. 


4. A few more than 30 shapes, 
cuts numbered 00, 0, 1, 2, 3, 4 and 


© Fast Service 
© Good Margin 








The H. M. HARPER CO. 


2622 Fletcher St. 


Chicago, Il. 











6, and lengths from 3 to 12-in., 


with a few types 14-in. long. 


5. Greater flywheel effect, grit 
cost per usable cubic inch lower, 
wheel contact with work longer. 


6. To absorb slight misalign- 
ment of shafts and to give a little 


“spring” when the shaft takes 
load. 

7. Bronze, iron and steel are 
commonest. 


8. High-speed tapping, bottom- 
ing holes, and through tapping. 


9. Large-diameter fine threads 
in thin material. 


10. Back jaw held by a pin 
which, when removed, allows it to 
be swung. 

11. Holding odd-shaped pieces. 

12. Soft steel. 


13. Strain goes up as the fourth 
power of the speed. 
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BALL 
BEARING 


GR 


built for 
HEAVY 
TY 


DU 


IT WON'T 


No. 704 Single 
No. 705 Three 


Write for BULLET 














4364 Duncan Ave. 


BALDOR 








and interesting Jobber Proposition. 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 20 Years) 


INDERS 


T' Wheels 


BURN OUT 
phese 94-00 


INS on complete Line— 





ST. LOUIS, MO. 


BALDOR GRINDERS 


huccld hy Motor Specialists 























ONE PAGE ADVERTISEMENTS 
STRESSING POWELL 
QUALITY VALVES 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 


FIG. 375 


PRONTE Gare 
valve 
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POINTER 


® The successful hunter is guided by his pointer—the suc- 


cessful metal-working executive by American Machinist. 
To point up your November sales, be sure the manufac- 
turers you represent point the way to sales for you with 
consistent advertising in American Machinist, the metal- 


working buying authority for 60 years. 


SWE RIGAN  WEXCHINISIT 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 





‘Vith many more paid subscribers than any other metal-work- 





ing publication — 1500 more even than its own 1929 peak. 
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14. It has been passed through 
a 60-mesh screen, giving particle 
size of about 0.016 inch. 


15. If one belt breaks, it doesn’t 
tie up the drive. 


16. By a skilled mechanic. 


17. It allows all sides of a piece 
to be worked on, and permits a 
piece to be shifted for better light 
or working position. 


18. A handled punch for back- 
ing out cut-off rivets. 


19. Yes, silicon carbide is used 
on low-tensile-strength materials, 
aluminum oxide on high-tensile- 
strength materials. 


20. Aluminum oxide and silicon 
carbide. 


21. Length of cut, heel to tang, 
except for rifflers, machine and 
needle files, and escapement files, 
all of which are measured over-all. 


22. No, but it is better suited to 
general work. 


23. By impregnating it with 
particular oils and greases and by 
“treading” the surface. 


24. Tests show an average of 
about 10,000 hours. 


25. Absolutely not, because it 
may cause an explosion. 


26. A file brush. 


SAM SUPPLIER'S DIVIDEND 
(Answer to the puzzle on page 31) 


Did you see that word “amongst”? 
That immediately means more 
than two. By the same token, $16 
will only make four $4, so he must 
have had three or four children. 
Let’s assume three, a, b, and c. 
Thena+b+c=16,andaxbxe 
= 144 n (multiples of 144). Re- 
member that two children got the 
Same amount. Therefore, three 
children is the right number, be- 
cause it is impossible to have more 
than three whole numbers, the 


sum of which is 16, the smallest of - 


which is 4, whose product is a 
multiple of 144, and two of which 
are the same. The only numbers 
are 4, 6 and 6. Check: $4 $6 $6 = 
$16. 4x 6x6=144. Note that 
288, or any other multiple of 144, 
requires three factors too large to 
total 16. 












How to Win Customers 
and Influence Profits! 


@ The easiest and surest way for you 
to make the most of the manila rope, 
wire rope, tackle-blocks, and accessory 
business in your territory is to let your 
customers know that you stock and sell 
the UPSON-WALTON line. And once 
they have tried these products bearing 
the famous “U-W” trademark, their sat- 
isfaction assures a repeat business that 
continues to bring in bigger profits. 


Write for our latest bulletins. They in- 
clude complete information on the un- 
usual sales opportunities offered by our 
specialized mill supplies! 





Established 1871 
Main Office and Factory: 1168 W. 11th St. 
CLEVELAND, OHIO 


















Proof-tested heat treated Chains, mal- 
leable iron yoke, Chrome nickel steel 
screw hardened at point. This is the 
logical wheel puller to sell, for it is 
UNIVERSAL. 


ea 
~ 


\ eee 


EELGRIP 
Belt Lacing 


A stronger lacing for all power 
and conveyor belts. Clinches 
smoothly into belt, compresses 
ends, prevents fraying. -piece 
hinged rocker pins. 8 sizes. In 
boxes or long lengths. Both types 
of belt lacing— Wiregrip and 
Steelgrip from a single source 
make this the logical line to 
handle. 


ST 


ARMSTRONG-BRAY & CO. 


"The Belt Lacing People’ 
Chicago, U.S.A. ¢ 


310 Loomis St. 


CHAINGRIP 


Universal Gear and Wheel Puller 


Prevent broken gears and pulleys with a Chain- 
grip Puller. Handles all type of gears and 
wheels with equal efficiency regardless of dis- 
tance from end of shaft. 





Comes on processed cards 
with exclusive blue aligning 
strips that prevent wa:te —/ 
every hook can { 
be used. Protects 
fingers. Applied 
with WIREGRIP 
Lacer or any 
other standard. 
lacing machine. | 
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PRODUCT 


PAGE NO. 


MAIN FEATURE 


MANUFACTURER 





Grinding Wheel Dresser 
Magnetic Switch 
Marking Machines 

Hoist 

Clamp Fixtures 
Knurled Set Screws 
Hydraulic Ram 
Relief Valves 
Regulator 


Spray Gun 


Motors 


Metal Milling Saw 


Tank Pump Unit 


Portable Surface Grinder 


Snagging Grinder 








106 
106 
106 
107 
108 
108 
108 
108 
109 


109 


110 


111 





Bushings in handle will not wear out 
Device equivanent to a 2-pole switch 
Lays four miles of line an hour 
Compact design and ease of operation 
Convenient to lock and easy to release 
Knurled all around the points 
Adapted to pipe and conduit bending 
Springs of phosphor bronze 

Special adaptations for all models 


Equipped with hollow air 


head 


atomizer 
Designed for a variety of high-speed 
applications 


Can be used on any type milling ma- 
chine 


Of welded steel throughout 
High powered and light in weight 


Two sheaves give variable speed feature 


Vincent Steel Process Co. 
General Electric Co. 
Saylor-Beall Mfg. Co. 
Chisholm-Moore Hoist Corp. 
Adjustable Clamp Co. 
Standard Pressed Steel Co. 
Blackhawk Mfg. Co. 

H. B. Sherman Mfg. Co. 

C. H. Dockson Co. 


Alexander Milburn Co. 
Dumore Co. 

E. C. Atkins & Co. 
Pioneer 


Co. 
U. S. Electrical Tool Co. 


Engineering & Mfg. 


Cincinnati Electrical Tool Co. 











NEW PRODUCTS 
WITH 


Grisding Wheel Dresser 


Here is a new grinding wheel 
dresser that is equipped with bush- 
ings that cannot turn and wear out 
the bushings in the handle. This de- 
velopment is said to add considerable 
life and efficiency to grinding wheel 
dressers. Primary buying officials to 
be contacted in introducing this prod- 
uct are chief engineer, master me- 
chanic and purchasing agent.—The 
Vincent Steel Process Co., 2434 Belle- 


106 





vue Ave., Detroit, Mich.—Mr.u Sup- 





PL‘ES, November, 1938. 
Magnetic Switch 
A new magnetic switch has been 


announced for use with single-phase 
motors. The new device, which is 
available in ratings of 3 hp. at 110 
volts. 5 hn. at 220 volts, and 74 hp. 
at 440 volts, consists of a standard 
general-purpose 4-pole magnetic 
switch with two poles connected in 
rarallel, This arrangement makes 
the device equivalent to a 2-pole 
switch with one overload relay. Its 
anvlication is I’mited to with 
single-phase motors whose normal 
full-load current does not exceed 30 
amperes. Primary buying officials 
to be contacted in introducing this 
product are chief engineer, superin- 
tendent and purchasing agent.— 
General Electric Co., Schenectady, 
N. Y.—MILL Suppiies, November. 


use 


Marking Machine 


Safety engineers will be interested 
in a new machine for painting traffic 
lines on factory and warehouse 
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SALES: POSSIBILITIES 


floors, freight docks and loading 
platforms which is said to affect 
economies by reason of its speed of 
operation and saving in paint and 





labor. 


This new marking machine, 
enables an inexperienced operator to 
lay down from two to four miles of 
accurate, clean-cut line, from two to 
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QUALITY 
FILES 


FOR EVERY FILING 
JOB IN INDUSTRY 


AMERICAN 
PATTERN 


SWISS 
PATTERN 


ALLIGATOR 
BRAND 


The line is complete in 
sizes, shapes and cuts. 
For 25 years they have 
been accepted on the 
basis— 


THERE IS 
NOTHING BETTER 
If you want a real quality 
complete high grade file 
line write us— 


THIS MARK IS ON THE TANG 


ie “ 


> , 


TRADE MARK 


CARSON-NEWTON CO. 


BELLEVILLE, N. J. 











| six inches wide, in an hour, against 
| the normal record of 700 feet per day 
|by hand painting. Dual spray at- 

tachment is available for painting 
| parallel lines. When equipped with 
|extra spray gun, cup and hose, the | 
loutfit is claimed to offer attractive | 
| possibilities in general maintenance | 

work. The equipment consists of a | 
| single cylinder air compressor driven 
|by a gas engine, 12-gal. air-paint | 
storage tank, pressure feed spray 
unit, all mounted on rubber tired, 
ball bearing wheels. The _ outfit 
| weighs 150 lbs. Primary buying of- 
| ficials to be contacted in introducing | 
| this product are superintendent and | 
| purchasing agent. — Saylor-Beall 

Mfg. Co., Detroit, Mich.—MIL1L Sup- 
| PLIES, November, 1938. 





Hoist 











| i” ss 
Combining the dependability of 
| big scale hoisting equipment with 
compact, light-weight convenience is 
|a feature of the new “Comet” Hoist. 
| Easily carried and installed by one 
;man, this hoist is powered by a spe- 
lcially built heavy duty, high torque 
| motor that runs on an ordinary light 
circuit or 3-phase power line. Just 
| plug in, and the hoist is ready to go. 
No special installation or acces- 
| sories are needed. The compact de- 
| sign and ease of operation make the 
| hoist especially valuable for service 
|}on production lines in large plants. 
| The construction of the hoist is com- 
| pact and rugged, yet light in weight. 
| Precision ball bearings are provided 
jat each rotating point. Gears are 
| precision machined of heat-treated 
| alloy steel. Controller, with patented 
“delayed reversing” feature, oper- 
ates easily with one hand and affords 
an extremely sensitive control for 
lifting the load distances of a frac- 
tion of an inch.. The “Comet” hoist 
is offered in four capacities: 250, 
500, 750 and 1000 lbs., and several 
speeds. The 500 lb. size weighs only 
85 pounds. Primary buying officials 
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DISTRIBUTOR 
ACCEPTANCE the 
final verdict on 
quality... 


UTICA is very proud of the number and 
character of the supply houses which 
handle its line of tools. 


Acceptance of UTICA Tools by so many 
top notch distributors is outstanding 
proof of the high quality and dependable 
erformance for which these tools have 
een known over a period of more than 
forty years. 


That UTICA Tools offer profitab!e repeat 
order possibilities is a foregone con- 
clusion—attested to by continued di: 
tributor acceptance and a_ constantly 
growing number of UTICA—boosting su» 
ply houses of long-established standing 
in their communities. 


UTICA is happy to have a sales policy 
and a line of tools which win confidence, 
promote good will and build p.ofi abe 
business. 


UTICA 


DROP FORGE 
& TOOL CORP. 


UTICA, NEW YORK 
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You don't have to be 
an engineer to sell 


LIQUID LEVEL 
CONTROLLERS 





— Just 
aie 


DAVIS’ 


RECOMMENDATIONS 


AVIS makes it easy for you to 

specify and sell liquid level 
controls for virtually any kind of a 
job. The Davis line of float boxes 
is complete and Davis gives you 
help in picking out the right unit. 
The type shown above is No. 164 
with mercury tube switch. It is 
widely used for operating motor 
driven boiler feed pumps, solenoid 
valves, alarm signals, etc. Your 
inquiry will receive prompt atten- 
tion. 











Every Industrial Distributor 
Should Have This Book! 


This binder contains latest Davis bulle- 
tins illustrating and describing over 
sixty Davis specialties. Ask for a copy. 


DAVIS REGULATOR CO., 2544 S&S. 
Washtenaw Ave., Chicago, IIl. 
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to be contacted in introducing this 
product are plant manager, superin- 
tendent and purchasing agent.— 
Chisholm-Moore Hoist Corp., Tona- 
nawanda, N. Y.—MILL SupPLiEs, No- 
vember, 1938. 


Clamp Fixtures 


These “Pony” clamp fixtures for 
making up steel bar carpenters’ 
clamps on ordinary black steel pipe, 
have recently been improved by mak- 
ing them more convenient to unlock 











and adjust and easier to release after 
heavy loading. They are made in 
several sizes, the most popular being 
style No. 50 for use on ¥-in. pipe. 
Standard {-in. pipe makes a clamp 
of 2800 lb. pressure capacity with- 
out putting a permanent bend in the 
pipe. These capacities are equal to 
all the ordinary uses of carpenters’ 
clamps. They may be distinguished 





by orange baked enamel finish. The 
improvements now offered consist of 
new designs in the jaws but with the 
same successful gripping device dif- 
ferently arranged so that, instead 
of pushing on the clutch disc handles 
to unlock the clutch and at the same 
time pulling onto jaw to move it 
rearwardly, a pull of the fingers on 
the clutch handle serves both to un- 
lock the clutch and to move the jaw 
rearward. Primary buying officials 
to be contacted in in'roducing this 
product are plant superintendent, 
master mechanic and purchasing 
agent.—Adjustable Clamp Co., 417 
N. Ashland Ave., Chicago.—MILL 
SUPPLIES, November, 1938. 


Knurled Set Screws 


Announcement has been made that 
cup point set screws made by this 
company can now be supplied with 
knurling all around the _ points. 
When turned into place the knurled 
edges effectively grip the shaft in 
such a manner that loosening or 
backing-off is absolutely impossib!e 
except by the application of a 
wrench. The manufacturer claims 
that there is nothing about these 
screws that can in any way harm 
the threads of the tapped holes, it is 
possible to re-use the same screws 
in the same holes indefinitely and 
every time secure an equal degree cf 
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effective self-locking protection. Pyi- 
mary buying officials to be contacted 
in introducing this product are mas- 
ter mechanic and purchasing agent. 
Standard Pressed Steel Co.,—MIn. 
SUPPLIES, November, 1938. 





Hydraulic Ram 


“Porto-Power”, a _ portable hy- 
draulic unit, is now adapted to pipe 
and conduit bending and general 
factory maintenance work. The ram 
(ten-ton capacity) is separated from 
the pump by a six-ft. high pressure 
hose. The ram is equipped with 
threads in three places to which 





tools can be attached to perform 
various types of work. This design 
permits the ram to work in all direc- 
tions. Attachments in the S31 
“Porto-Power” maintenance assort- 
ment adapt the ram to pushing, pull- 
ing, clamping, pressing and spread- 
ing. Attachments in the new S30 kit 
adapt the ram to pipe and conduit 
bending. This pipe bender will oper- 
ate in any horizontal, vertical or an- 
gular position, is light in weight, 
portable and has an automatic re- 
tracting ram. Its hydraulic unit 
also serves independently as a re- 
mote control jack and is standard 
for use with the factory maintenance 
attachments. Primary buying offi- 
cials to be contacted in introducing 
this product are superintendent, 
plant manager and purchasing agent. 
—Blackhawk Mfg. Co., Milwaukee, 
Wis.—MILL Supplies, November, 
1938. 


Relief Valve 





This new pressure and tempera- 
ture relief valve comes in 4 or 7 LP. 
inlet, 3 I.P. outlet and weights 14 Ib. 
It is regularly furnished at 60 lb. 








ted 
L\as- 
ont. 


ILL 


hy- 
ipe 
ral 
am 
om 
ire 
ith 
ich 


‘m 
yn 
1. 


te 
I]- 
d- 
cit 
it 


n- 





a el Tae 


UMI 


pressure, but can be furnished with 
any setting between 35 and 150 lb. 
Fusible plug melts at 212 deg. F. 
tank temperature. One extra fusible 
plug is included with each valve. 
Spring in this valve is of phosphor 
bronze, generous in length and of 
heavy gage. Seat openings are extra 
large for positive action and quick 
relief. Seat discs are of Jenkins, 
especially compounded for the pur- 
pose. Primary buying officials to be 
contacted in introducing this product 
are plant manager, chief engineer 
and purchasing agent.— H. B. Sher- 
man Mfg. Co., Battle Creek, Mich.— 
MILL SupPLies, November, 1938. 


Regulator 





This new regulator is designed for 
reducing and stabilizing air pres- 
sures. Model No. 38R is a 3-in. male 
pipe thread, rear inlet and }-in. fe- 
male pipe thread side outlet. Model 
No. 38S is a 3-in. female pipe thread 
side inlet and outlet. In addition to 
these two standard models, special 
adaptations may be had. Gages may 
be installed in all regulators, a 
double outlet may be provided if de- 
sired, special brackets may be at- 
tached, a permanent adjustment de- 
vice may be incorporated or :-in. 
pipe thread connections may be fur- 
nished. Primary buying officials to 
be contacted in introducing this prod- 
uct are chief engineer, superintend- 
ent and purchasing agent.—C. H. 
Dockson Co., Detroit, Mich.—MILL 
SUPPLIES, November, 1938. 


Spray Gun 


The “OM” spray gun is equipped 
with the new hollow air atomizer 
head, with integral locknut, which 
discharges air in hollow, conical 
shape from jets in the side wings, 
flattening the fluid by means of 
large, soft areas of air and atomiz- 
ing to the outermost edges of the 
pray. The hollow air system is out- 


MECHANICAL LEATHER PROOUCTS 
, FOR EVERY INDUSTRIAL PURPOSE 


Write for Catalog Chicago Rawhide Mfg. Co., 1290 Elston Ave., Chicago, U.S.A. 

















CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED 
PAPERS AND CLOTHS 


GRINDING AND LAPPING 
COMPOUNDS 


CLOVER MFG. CO., NorwaLk, CONN. 
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VARIABLE SPEED TRANSMISSION 


Offers Real Volume Business! 


Pp 


“SELECT-0-SPEED’, 


It's clever, simple, low in price, uses 
standard "V" belts—easy to install— 
and EASY TO SELL! 


The S-O-S transmission is a "packaged" unit requir- 


ing no complicated engineering—installed as a unit. It's UNIVERSAL 
in application! Standardization makes it easy to stock. 


EE ice: are extremely low—there's nothing else like it! 
S-O-S is really in a class by itself. It's selling on sight! 

"Select-O-Speed"” is a NATURAL! Naturally now is the time to take 
advantage of this RIGHT NOW SELLER—Get in on the ground floor. 


Write for complete details. 
Transmission Division 


IDEAL COMMUTATOR DRESSER COMPANY 


1000 PARK AVENUE SYCAMORE, ILLINOIS li 

















SALES . 
AMERICAN SWISS FILES 


ARE SWISS PATTERN FILES 
MADE IN UNITED STATES 


The satisfactory performance 
of our product creates repeat 


orders fer the distributor. j f- : THEY 
; STAY SOLD 


It is the satisfactory per- 

formance of a product over 

Hig a period of time that builds 
TRADE MARK 4. : fitabl , 
OF QUALITY f # a profitable account. 


AND SERVICE It is not the first sale that builds busi- 
ness, 


Distributors of American Swiss Files 
have a decided advantage—the line 
is quality—it stands the test and it 


stays 
SOLD. 


AMERICAN SWISS FILE & TOOL CO. 
ELIZABETH, N. J. 


Also Mechanics’ Hand Tools and Knurls 
Buy from the Distributor 
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standing for spraying synthetic 
enamels, which are particularly diffi- 
cult to atomize, but also sprays with 
unequaled efficiency other fluids, 
such as lacquer, enamel, paint, shel- 
lac, varnish, stain, aeroplane dope, 
ete. An outstanding feature in the 
“OM” gun is the integral fluid nozzle 
and cap. The integral fluid nozzle 
cap is made of stainless steel. It 
closely fits a ground surface on the 
fluid nozzle and eliminates the eccen- 
tricity and variableness of the con- 
ventional atomizer heads. The ato- 
mizer head revolves around the fluid 
nozzle cap for vertical or horizontal 
spraying without disturbing the ac- 
curacy of the center air, which is 
responsible for ninety-five per cent 
of the accurate work. The “OM” 
gun is equipped with a replaceable 
thread baffle ring assembly which 
eliminates the expense of separate 
spray heads. This assembly is held 
to a true concentricity on the spray 
gun body by a ground shoulder on 
the fluid nozzle, insuring alignment 
of the atomizer head locking ring. 
Replacement of the entire gun body 
or spray head is eliminated when 
threads have become worn. Primary 
buying officials to be contacted in in- 
troducing this product are superin- 
tendent and purchasing agent.— 
Alexander Milburn Co., Baltimore, 
Md.—MiLL Suppiies, November, 
1938. 


Motors 


Designed for a variety of high 
speed applications requiring a par- 
ticularly well balanced armature 
and dependable service, the types W 
and W2 motors are said to be ideal 
power units. High precision, grease- 
sealed ball bearings are mounted in 
steel sleeves molded in the aluminum 
housings. Preloading springs elimi- 
nate end play and compensate for 
wear. Line leads are not brought 
outside the motors but to two-pole 
male connectors mounted in _ the 
housings. They are of the plain 
series Universal type and will oper- 
ate on a.c. and d.c. current and have 
a varying speed characteristic. They 
are recommended for use with lathe 
grinders, dental grinders, drill 
presses, centrifuges, routers, blow- 
ers, and flexible shaft tools. Pri- 
mary buying officials to be con- 
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Your customers need the | 
security provided by 


JACKSON BELT 
FASTENERS... 


@ They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. © Used 
by your customers wherever a de- 
pendable heavy duty fastener is 
needed. 

@ Recognized as the standard belt 
connection thruout the world. 


ISAAC JACKSON 


of descriptive BELT FASTENER CO. 
literature? 18 VESEY ST., NEW YORK 
“BEWARE OF IMITATIONS" 


Do you have 
a full supply 


— 











Aggressive 
Distributors 
PLAN AHEAD with the 





J. E. LONERGAN CO. 


213 RACE ST 


PHILADELPHIA, PA 





| tacted in introducing this product | 
| are chief engineer, master mechanic | 


and purchasing agent.—The Dumore | 


Co., Racine, Wis.—MILL SUPPLIEs, | 
November, 1938. 


Metal Milling Saw 





This new eight-inch metal milling 





or slitting saw can be used on any 
type milling machine for cutting fer- | 


rous and non-ferrous metals up to 
the hardness of cold roll or chrome- 
nickel and tool steel. Cup-wheel 
grinding, a new Atkins saw feature, 


| makes possible high speed cutting. | 
Chips are said: not to back up under | 


high speed, or rapid feed and are 
thrown clear of gullet. Blade body is 
said to remain cool promoting ac- 
curacy in many successive cuts. Re- 
lief starts on the tooth point. Free 


clearance back of the line of tooth | 


contact allows freer running and 


smoother cuts, without tendency to | 
burn material or heat the saw rim. | 


Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, master mechanic 
and purchasing agent.—E., C. Atkins 
& Co., 420 S. Illinois St., India- 
napolis, Ind.—MILL SUPPLIES, No- 
vember, 1938. 


Tank Pump Unit 





| A new series of self-contained tank 
| and pump unit have been brought 
| out that has several outstanding fea- 
tures. These units are designed to 
serve as a complete individual or 
standby unit for supplying coolant 
for one or more machines. Five dif- 


ferent sizes of units are available, | 
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The Plus in 
CLARK BOLTS 


means plus- 
profits tor 


YOu! 


Clark Bolts do more than 
hold things together — 
they also hold your cus- 
tomers. 


It's the extreme care 
taken in the seemingly 
unimportant steps of their 
manufacture, as well as 
the vital ones, that en- 
able Clark Bolts to give 
your trade complete satis- 
faction — the kind of all- 
around satisfaction that 
brings them back to you 
for additional supplies. 


Write for catalog. 


Cuanxuosour(p 


MILLDALE, CONN. 





























Sell these husky TRIPLEX 
Plow Bolts for Safe Profits 


Go after profitable plow bolt business 
in your territory. Triplex backs you up 
with fast delivery. All sizes, standard 
and special heads. 
product—no complaints. 
samples and prices today. 


Write for 


The Triplex Screw Company 
5307 Grant Avenue Cleveland, Ohio 


RIPLEX 


Sow SET SCREWS, BOLTS AND NUTS 
‘aon Sold — Used in Every Industry 





Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 


Pewee KING . ~ 


for heavy duty in “mines and coment mils 

NEW BADGER NO. 5 

for usual and ordinary “car moving jobs 
BADGER NO. 9 

for cars with low brake beams—efficient for 

usual car spotting 
ADVANCE SAFETY CAR WRENCH .. 

for dumping hopper bottom cars 














The Advance Car Mover Co., Inc. 


Appleton Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 
(ANA 
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| All units can be provided with cas- 


Uniform quality | 





each size having optional pumping 
characteristics permitting wide ap- 
plication. These tanks are of welded 
steel throughout, and are fitted with 
a cast iron cover. Pumps are avail- 
able with certain units to provide ca- 
pacities from 1 to 80 g.p.m. and pres- 
sures up to 23 lb., or 53 ft. of head. 


ters if required. No auxiliary relief 
or by-pass valves are necessary. 
Pumps are available for any current 
characteristic. These units meet all 
safety and electrical specifications. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, chief engineer, | 
master mechanic and purchasing | 
agent.—Pioneer Engineering & Mfg. 
Co., 31 Melbourne Ave., Detroit, 
Mich.—MILL Suppiies, November, 
1938. 





Portable Surface Grinder 


Recently announced is a new port- | 
able surface grinder especially de- 
signed to take the place of the old | 
style, heavy cumbersome, straight al- 
ternating current grinders at a very 
low price. This is Model No. 2500 


| which is built in two sizes, six-inch, 


| ing being built of aluminum. 








| are grease-packed in dustproof hous- 
| ings. Model No. 2500 comes equipped 
| with 


| master 





1 h.p. and eight-inch, 14 h.p. The 
grinder is exceptionally high pow- 
ered and light in weight, the hous- 
It is 
designed for continuous production | 
service in foundries, railroad shops, 
body shops, machine shops, etc., to 
be used for grinding, buffing, polish- 
ing, sanding down castings and nu- 
merous other operations. The motor 


| is furnished in 220 volt, 50 or 60 | 


cycle, 3-phase. alternating current 
only and can be used on 440 volts 
with a portable dry transformer. The 
air cleaner keeps dirt and dust from 
entering the motor and ball bearings 


one grinding wheel, wheel 
guard, with grip handle optional, 25 
feet of four conductor cable and at- 
tachment plug. Primary buying 
officials to be contacted in introdu- 
cing this product are chief engineer, 
mechanic and purchasing 








STATIONARY JAW AND SWIVEL 
BASE 











A COMPLETE LINE 
FOR ALL NEEDS... 


MORGAN 
VISES 


@ true—rigid—strong 


@ accurate after 
constant use 


years of 
@ completely guaranteed 
@ build good will and 


establish a sound business 


@ MORGAN is the line to 


remember for Vises 





MORGAN VISE COMPANY 


108-112 N. Jefferson St., Chicago, Ill. 











agent.—The United States Electrical 
Tool Co., Cincinnati, i MILL 
SuppPLiEs, November, 1938. 





Snagging Grinder 


A new variable speed snagging 
grinder has just been placed on the 
market which is furnished with 


either high speed or vitrified grind- 
The grinder employs 


ing wheels. 
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1905 Gtrand 1938 


FLEXIBLE SHAFTS 
AND MACHINES 
OF HIGH QUALITY 


TYPE Ve to 3 HAP. 
THE LARGEST 
AND 
FINEST LINE 
IN THE WORLD 


TYPES 
vc2—VvC4 


ry 6 § 


PROMOTE 
THE SALE 
OF 
HIGH GRADE 
EQUIPMENT 
IT PAYS 





OUR NEW 
CATALOG NO. 27 
NOW READY FOR 

DISTRIBUTION 


N. A. STRAND & CO. 
MANUFACTURERS 
5001 No. Wolcott Ave., Chicago 




























ECONOMY 
SOCKET SCREW | 
PRODUCTS 


MILLED MADE OF 
FROM BAR’ ALLOY STEEL 








HOLLOW SOCKET HEAD 
SET SCREWS CAP SCREWS 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 








go 


UMI 














(&E, TORCHES 
ame FIREPOTS 





WHICH GASOLINE? 


"Straight Run’ 
This is usually the cheapest gasolin> 


The best gasoline to use is 
gasoline. 


sold. 


The next best is a “Regular” gasoline which 
does not have a lead compound added to it. 


The lead compound added to some "Regu- 
lar’ gasoline build up in the jet openings and 
in time cause an irregular flame which even- | 
tually will go out. 


Ethyl and Esso gasolines are not suitable | 
for use in Torches or Firepots. 


CLAYTON & LAMBERT 
co 


DETROIT MICHIGAN 








two adjustable pitch sheaves to give 
the variable speed feature, one 
sheave being mounted on the motor 
shaft, the other on a counter shaft 
within the pedestal of the grinder. 
Provision for belt stretch or belt 
renewal is taken care of by means 
of two hinged and threaded studs 
on the front of the countershaft 
assembly which carries the pulleys. 
Conveniently located oil gages are 
provided on the bearing boxes and 
countershaft assembly to show the 
proper oil level and drain plugs are 
furnished to facilitate the draining 
and changing of oil. A shaft lock- 
ing device is provided to facilitate 
the changing of grinding wheels. A 
fully enclosed fan cooled motor and 
magnetic starter with both overload 
and no voltage protection and push- | 
button control is standard equip- 
ment. Primary buying officials to be 
contacted in introducing this prod- 
uct are chief engineer, superintend- 
ent and purchasing agent.—The Cin- 
cinnati Electrical Tool Co., Cincin- 
nati, SUPPLIES, July, 
1938. 
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HYDRAULIC UNITS—These new in- 
dustrial hydraulic assortments are 
completely described and pictured in 
this new folder. The new S-30 kit 
is a portable pipe bending unit that 
operates in any position and has an 
automatic retracting ram. It also 
can be used as a remote control jack 
and is standard for use with main- 
tenance attachments. The S-31 kit 


contains portable equipment for lo- 


calized application of hydraulic 
power on plant maintenance and 
change-over jobs.—Blackhawk Mfg. 
Co., Milwaukee, Wis. 


FLARED FITTINGS—Complete _in- 
formation on the use of flared fittings 
and copper tubing for making lique- 
fied gas installations for both domes- 
tic and industrial purposes is in- 
cluded in a new 12-page bulletin 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 


in a class by itself for porta- 
bility and performance —a 
one. your customers need and 


will buy — Aten’ 
$s Semi- $ — 
75 Steel 85 Alloy 
F.0.B. Factory Complete 
with Engine 
Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-1 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohle 





SOLDERS 


For Every Purpose 








A 
100 per cent 
Service 
for Jobbers 


® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, Meter and Drop 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 

Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 


will and repeat business. We invite 
your inquiries at all times. 











29 
Re 


72) 
lardiner 


y 


4833 So. Campbell Ave., Chicago, Ill. 
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EAGLE IMPROVED 
SCAN-CAN 

IS THE NEWEST 
THING IN OILERS 


Eagle “Improved Scan-Can"’ transpar- 
ent Oilers now have the best features 
of Eagle construction, including 
double-seamed, leak-proof bottoms. 
They are strong, durable, resistant to 
shock and hard usage. They show at 
a glance the amount and kind of oil 
they contain. 


All regular styles and sizes. 
Write for prices and Catalog Pages. 


EAGLE MANUFACTURING COMPANY 


WELLSBURG WEST VIRGINIA 


COLLIS 


SLEEVES... 


.. » SOCKETS 


Standard Type 
and 


Use-Em-Up Type 




















Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 


——_ 
aod 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 


THE COLLIS COMPANY 
CLINTON, IOWA 

















which has just been issued. The bul- 
letin illustrates all the various styles 
of flared and pipe size fittings used 
for this purpose, and gives complete 
listings of sizes and prices. For 
extra convenience, sizes are shown 
both on the basis of O.D. size and 
nominal tube size. Also shown in the 
bulletin are Imperial tube working 
tools for cutting, flaring, bending and 
swedging, tubing assemblies (pig 
tails), shut-off cocks, copper tubing 
and other necessary materials.—Im- 
perial Brass Mfg. Co., Chicago. 


PUMPS—Two and three-inch self- 
priming centrifugal pumps are de- 
scribed in this single sheet already 
punched for the salesman’s binder. 
Specifications of the units and fea- 
tures for construction are included. 

Domestic Engine & Pump Co., 
Shippensburg, Pa. 


ROLLER CHAINS—The latest cata- 
log on roller chains and sprockets 
just issued includes list prices and 
dimensions of standard and non- 
standard roller chains, stock and 
made to order sprockets; also engi- 
neering information on the selection 
and application of roller chain drives. 
This is catalog No. 333.—Chain Belt 
Co., Milwaukee, Wis. 


WIRE ROPE—A new folder entitled 
“Safe Handling” illustrates by inter- 
esting application pictures the many 
uses wire rope can be put to in the 
handling of products. The various 
types and sizes of braided wire rope 
slings are described and pictured as 
well.—Maewhyte Co., Kenosha, Wis. 


LAGGING—An eight-page pamph- 
let describing the qualities of “Insu- 
lag” a refractory lagging for tem- 
peratures up to 2200 deg. F. Prop- 
erties and uses of this lagging and 
application pictures take up the ma- 
jority of space. Two pages of tables 
and a listing of other Quigley prod- 
ucts complete the booklet.—Quigley 
Co., New York City. 


POWER TRANSMISSION—In this 
new 48-page book are pictures illus- 
trating the manufacturing facilities 
and many products and product in- 
stallation of this firm. The purpose 
of the book is to acquaint industry 
with the company’s line of power 
transmission and materials handling 
machinery and fabricated steel. The 
installation views show a wide range 
of materials handling and power 
transmission methods.—Palmer-Bee 
Co., Detroit, Mich. 


ROTARY FILES—-One of the most 
striking folders that has come to our 
attention is this piece of literature 
on rotary files. Printed on an alu- 
minum background the photographs 
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SHERMAN 








AIR NOZZLES 
: : 


Fig. tit 


Angle Pattern for general use 

—no bending of hose in opera- 

tion—tip is removable. 
* Your customers get air economy, 
utility, and operating economy with 
Sherman Air Nozzles. Volume can be 
controlled exactly and economically. 
A style for every requirement. Send for 
descriptive circular and more details. 





Straight Pattern with hose nip- | 
ple cast integral easily sus- Fig. 113 | 
pended directly over machine. | 











H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 

















KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


Cost is only $1.00 
J per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 
330 W. 42nd Street, New York City 


























YOUR CUSTOMERS 
WANT THE BEST 


Give Them 
THE 
FAMOUS 


“ATLAS” 


First in Power 
First in Speed and 
First in Efficiency 


Order from the 
Manufacturer 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
formerly at Appleton, Wis. 
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are most 








in almost 
every plant 


Cap screws, set 
screws, coupling bolts, 
or studs are found on 
the purchasing requi- 
sitions of almost every 
plant. Distributors can 
develop this highly 
profitable business 
with OTTEMILLER Products. 


The OTTEMILLER line of 
milled screw machine parts 
is complete for practically 
all purposes, and it pro- 
vides such dependable 
quality that many plants 
have standardized on this 
one source, 


The steady, repeat charac- 
ter of this business makes 
it particularly interesting to 
distributors, OTTEMILLER 
gives 100 per cent distribu- 
tor service. 


The Wm. H. 


OTTEMILLER CO. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 


of the files and application “shots” 
interesting. Construc- 
tional features and dimensions are 
included.—R. G. Haskins Co., Chi- 
cago. 


CHAIRS—This new catalog covers 
a comprehensive line of industrial 
stools and chairs and presents in- 
teresting and practical information 
on correct seating and posture for 
factory workers. Also of interest is 


a section devoted to furniture for the | 


office, reception and rest rooms. 


Royal Metal Mfg. Co., Chicago. 


REFRACTORIES—In this _ booklet 
definite uses for each type of refrac- 
tory are given and should be of great 
use to salesmen interested in finding 
additional sales outlets for refrac- 
tories. Descriptions are also in- 
cluded for each refractory product 
of the firm.—Wahl Refractory Prod- 
ucts Co., Fremont, Ohio. 


VALVES—This new bulletin (S-1) 
on solenoid valves illustrates and de- 
scribes which types can be used for 
automatic control service on heat- 
ing systems, container filling equip- 
ment, feedwater make-up lines, re- 
frigeration systems, boiler feed fuel 
lines, ete. The types listed are for 
general service on steam, air, gas 
and liquid.—Davis Regulator Co., 
Chicago, Ill. 


PIPE—Just issued is a new ten- 
page pamphlet entitled “Facts About 
Republic Standard Pipe,” containing 
bundling tables, sizes and weights, 
identification and corrosion informa- 
tion on standard pipe, copper-bearing 
steel pipe and copper molybdenum 
iron pipe. This is a “Handy Andy” 
folder for pipe users.—Republic 
Steel Corp., Cleveland, Ohio. 


SHEET STEEL—“Armco Electrical 
Sheet Steel” is the title of an at- 
tractive 32-page booklet just issued. 
The booklet describes various elec- 
trical sheet steel grades manufac- 
tured by the company, gives a brief 
account of the development of spe- 
cial electrical steel grades to meet 
the different demands of the elec- 
trical industry, and points out the 
advantages of ductility, flatness and 
other properties in terms of the 
user’s interests. Illustrations in- 
clude photographs of equipment used 
in production and testing of elec- 
trical sheets and their applications. 
There are charts and _ statistical 
tables presenting core losses and 
other data for the guidance of users. 

American Rolling Mill Co., Middle- 
town, Ohio. 


BEARINGS—What do you 
ings, babbitt metals and bronze bars? 
A new book, 
Federal-Mogul Corporation, Detroit, 


profusely illustrates and describes | 


MILL SUPPLIES ® NOVEMBER 1938 








know | 
about bearings, bearing liners, bush- | 


just published by the | 


f loats 


The Load is always Centered 
on the chrome 
molybdenum <4 


Ball 
4 


The 11° float of the Dgpp, Forged, 
heat treated, steel Cap prodaces RYas/ 
Leveling or Alignmenfot the load. 


\ 


The centralized Ball definitely ™~ 
1. Reduces friction 88% 
2. Increases lifting capacity 
3. Eliminates twisting er creeping 
4. Reduces man Hours | 
ETT Paste ckclusivelf’ by 
Templeton, Kenly/& Co. fi; Chicagé 
Bulletins cheeffully furnished 


Stocked by Jobbers in every City in the United 
States, Canada and innumerable foreign countries 


Another Dependabk 


Simplex Jack 


@ Kanry-Tex is designed especially 
to meet the modern sanitary re- 
quirements of the food packing 
industry. Treated with a special 
latex compound developed — by 
Globe, this long-lifed, solid woven 
conveyor belting may be washed 
with hot water or live steam. . . 
remains odorless, tasteless, and im- 
pervious to fruit and vegetable 
juices or acids . . . allowing prac- 
tically no water absorption. Avail- 
able in white or brown. 


SEND FOR FULL DETAILS ON GLOBE 
“Specially - Made - for - the 


BELTING and WEBBING PRODUCTS 


GLOBE WOVEN BELTING 


Company, Inc. 


1400 Clinton St. Buffalo, N. Y. 


“ 
Purpose 










MANHATTANIA 


H. E. SMITH 


Sales Manager 























RUBBER USES Tactoty 


TO SELL PLANT OPERATING MEN! 


Sales Manager Tells How Factory 


Builds Acceptance Among Best Prospects 


Mr. H. E. Smith, Sales Manager of The 
Manhattan Rubber Mfg. Division of Ray- 
bestos-Manhattan, Inc., writes, 
"Results show us that FAC- 


TORY gives our own and our 











distributor salesmen the kind 





of support they need to sell 


more of our potential custom- 











A McGRAW-HILL 
PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 





















Management and IHaintenance 





ers ... and to do it easier, more effici- 
ently and more economically." 


* * ad 


FACTORY appeals to plant operating officials who are 
in charge of management, production, and maintenance. 


Editorial emphasis is placed on such management sub- 
jects as employee relations, wage incen- 
tives, waste elimination, safety, foreman 
training. 


Among the production subjects are pro- 
duction control, cost control, time and 
motion study, plant layout, materials hand- 
ling, power transmission, electrical applica- 
tion, air-conditioning, welding. 


In the maintenance field typical subjects 
are organization and management of main- 
tenance building upkeep and repair. 











For hand or 
machine tap- 
ing. Made in 

all sizes in 
Carbon Al- 
loyandHigh 
Speed 
Steels 


formance 

of WINTER 
TAPS is well 
known among 

tap users. 
This customer 
approval in- 
sures profit- 
able repeat 
business for 
the DISTRIBUTOR 


WRITE FOR NEW TAP DATA 
BOOKLET 





THE WINTER BROTHERS CO. 


MAIN FACTORY BRANC4 FACTORY 
WRENTHAM DETROIT 
MASS, MICH, 


DIVISION OF 


THE NATIONAL TWIST DRILL & TOOL CO.., 


DETROIT, MICHIGAN 
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Profit Opportunity 


for Industrial Distributors 


Write today for Cesco’s catalog and 
discounts. Over 250 types of goggles, 
sandblast masks, welding helmets, 
hand shields, respirators, dust masks 
—everything for industrial head, lung 
and eye protection—from ONE source 
of supply. Every customer on your 
books is a prospect for Cesco Products 
—and it’s a high quality, well adver- 
tised and profit-making line. Write 


CHICAGO EYE SHIELD COMPANY 


2329 Warren Bivd., Chicago, Illinois 




















BALL BEARING 
LOOSE PULLEYS 


Haaatsky 





A PROFITABLE 
LINE TO SELL 


When you point out the distinct ad- 
vantages of Daggett Ball Bearing 
Pulleys to the user you will see what 
we mean by "a profitable line to sell.” 
Every plant wants to save on shut- 
downs—on power costs, on oiling time 
and you can help them. If you want 
a profitable line to sell DAGGETT is 
the answer. 


CHICAGO PULLEY G&G 
SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 







| chined and 


| of years. The catalog gives precise 


| 





the various types of engine bearings, 
bearing liners and bushings in gen- 
eral use, the newer types now coming 
into wider use, and the methods of 
design and manufacture which are 
important influences in the price you 
pay and the performance you ob- 
tain.—Federal-Mogul Corp., Detroit, 
Mich. 


BEARINGS—The vast scope of 
“ready made” standardized bearings, 
instantly available to all factors en- 
gaged in the production and main- 
tenance of all kinds of machinery 
and electric motors, is graphically 
revealed in the new 1939 catalog 
just issued. The book lists hundreds 
of different sizes of completely ma- 
finished standardized 
bronze bearings, which meet practi- 
cally all usual applications, and 
bronze bearings for all makes of elec- 
tric motors from 1/50 hp to 100 hp.— 
Bunting Brass & Bronze Co., Toledo, 
Ohio. 





ELECTRIC TOOLS—This is one of 
the most comprehensive catalogs ever | 
compiled and illustrates by means of | 
actual photographs the company’s 
full line of electrical tools for the in- 
dustrial and automotive trades which 
has been built up over a long period 


and exhaustive information on each 
tool together with technical descrip- 
tions so that the buyer can get a full 
idea of what the various machines 
will do and the purposes for which | 
they are constructed.—United States | 
Electrical Tool Co., Cincinnati, Oh io. | 
| 
TAPPING MACHINES — This new, | 
bright three-color folder, identified | 
as No. 38, gives interesting informa- | 
tion on this firm’s new “A” series | 
tapping machines. Pictures, specifi- | 
cations, and method of operation are | 
all included in the bulletin.—Pro- 
cunier Safety Chuck Co., Chicago. 





METAL DATA—In this booklet is 
contained a guide to the selection of 
engineering specifications for grey 
cast iron to secure such properties 
as density, hardness, toughness, 
strength, rigidity, 
wear resistance and reduction of 
chill. Tables and examples are given 
in the six-page booklet.—IJnterna- 
tional Nickel Co., Inc., New York 
City. 


FIRE HOSE CONTROL—A set of 
data sheets has just been issued de- 
scribing a pneumatic remote contro] 
system for fire hose stations. Appli 


| cation pictures show the remote con- 


trol system in use and there are sev- 
eral sketches showing dimensions of 
the remote control fire hose station. 
Rockwood Sprinkler Co., Worcester, 
Mass. 
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ROBBINS & MYERS 


ELECTRIC HOISTS 
CRANES i ( 
CHAIN HOISTS* ¢ 


TROLLEYS « WINCHES 


Write for our new “Bulletin 6161." It's 
full of hoist and crane information 
and model installations. 


ROBBINS & MYERS, Inc. 
HOIST & CRANE DIVISION 
SPRINGFIELD, OHIO 


FANS @¢ MOTORS e HOISTS © CRANES 
Founded 1878 





for a BIGGER 
and mote 


PROFITABLE 


belting business 


Investigate Victor's complete 
line...a belt for every pur- 
pose...including those for 
the most special transmis- 
sion, conveying and eleva- 
ting requirements. 


Victor offers you the finest 
belts that modern equipment 
and fine workmanship can 
produce...plus the benefits 
of aggressive scales policies 
and guarantee of Victor's 
reputation for fair dealing. 


Weite for Printed Matter 
































T R BALATA & TEXTILE 
ate BELTING COMPANY 
53 Park Place 


345 West Hubbard Street 
FACTORY: Easton, Pennsylvania 








New York 






Chicago 








backfires 


The Manager’s Page. . 


common to distributors and manufacturers 


. a meeting ground for discussion of problems 


seeking to dispel 


the fog of misunderstanding which may exist between the two. 


You HAVE ALL read the story of the great Greek 
who was absolutely invulnerable to stray punches 
except in one place, his heel. He was a pretty agres- 
sive and tough citizen until someone popped him 


there. 


(adv.) we have 


Although 


watched the industrial supply industry—and we 


relatively young 


mean distributors and manufacturers alike—work 
itself into a state close to invulnerability in the 


economic scheme of things. 


We have watched manufacturers develop clean 
cut sales policies and practical plans to work with 
distributors. We have watched distributors im- 
prove their selling technique to a degree which 


would have been unbelievable ten years ago. 


But we are still wondering whether that 


“Achilles” heel isn’t being left without armor. 


Generally speaking, the industry as a whole does 
not know how much it spends to move an item of 
merchandise from the manufacturer’s machines to 


the consumer’s plant. 


Average costs and 
But cold, hard dollars 
and cents costs which would make possible sound 


Broad, general costs—ves. 
i 


averages of averages, yes. 


merchandising, no! 


No one knows whether it costs 10° or 40% for 
a distributor to stock and sell any specific item. No 
one knows how many manufacturers’ lines are being 
handled at an exhorbitant profit and how many are 


drugs on the industry because of inadequate margin. 


How many distributors can say to a specific manu- 
facturer, “your margin is inadequate,” and be able 
to back it up with figures? How many manufac- 
turers can justify their distributor price setups with 
authoritative figures? 


The answer to these questions is, of course, none 
or practically none. 


Therein lies the weak spot in the armor of the 
industrial supply trade. No business or industry has 
ever prospered for long without knowing its costs. 
Lacking such knowledge, it is easily possible for 
some new type of distribution agency to supplant 
the unsuspecting distributor before he has time to 
“cover up.” 


With a full knowledge of what it costs to stock 
and sell each item in his catalog, the distributor will 
be armed with facts which will enable him to put 
his own house in order and to secure an increasingly 
large share of the available business through proper 
pricing for the services he renders. 


A cost study for an individual distributing estab- 
lishment is an undertaking the price of which will 
jar the treasurer to his heels. But the cost for an 
industry study, spread among all units, would be 


relatively small. 
Before some aggressive gent takes a roundhouse 
swing at our unprotected chins, it seems to us that 


it would be a good idea to get our hands up. 


JIN CHANNON 
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